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A New State Mutual Policy 
with Dynamic Sales Appeal 


A new and distinguished addition to 
State Mutual’s line of life contracts for 
1957. The EXECUTIVE 20... for both 
men and women... developed especially 
to help life underwriters sell the profitable 
executive market more easily and in greater 
volume. 














e $25,000 minimum 


e 20 Pay Endowment at Age 90 

© Favorable Premiums (see sample 
rates below) 

e Flexible Underwriting ... standard 
and special classes 

e Broad issue ages... 


ages 10 through 65 


3-year age credit for adult females 
ages 16 through 65 


One Example: 





$25,000 Coverage 
20 Year Net Cost— Age 35 


ASSUMING DIVIDENDS LEFT TO ACCUMULATE 
Total Gross Premiums. . . $18,640.00 
20 Year Acc. Div. $ 5,005.25* 
20 Year Cash Val. 16,360.50 
Total . . . . « $21,365.75 
20 Year Net Profit. . . .$ 2,725.75 


ASSUMING DIVIDENDS USED TO REDUCE PREMIUM PAYMENTS 
Total Gross Premiums. . . $18,640.00 
Total Dividends 20 years . . —3,949.00* 
20 Year Net Deposit . . . $14,691.00 
20 Year Cash Value. . . . $16,360.50 


20 Year Net Profit. . . .$ 1,669.50 


*Based on 1957 Dividend Schedule 
which may be changed at any time. 


For complete rates and underwriting 
details, get in touch with your nearest 
STATE MUTUAL agency office. 


IMPORTANT SALES FEATURES OF 
THE STATE MUTUAL EXECUTIVE 20 











He Those who direct State Mutual agencies operate under’ PAD’ '(PlannedAgencyDevel- 
opment) —a new and unique compensation system and agency building program. 
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Pritchard Urges 
Self-Policing of 
Family-Plan Ills 


Indiana State Assn. of 
Life Underwriters Has Hot 
Session on Selling Ethics 


INDIANAPOLIS—Following a spir- 
ited discussion of trouble attributed 
to the family-plan policy, the Indiana 
State Assn. of Life Underwriters 
at its annual meeting here decided 
that its field practices committee 
should meet with James E. Ruther- 
ford, vice-president of Prudential, to 
discuss the problem. Prudential agents 
have been the principal—though not 
the only—targets of family-policy crit- 
ics. Mr. Rutherford is head of the 
Chicago regional home office, which 
includes Indiana in its territory. 

Oren D. Pritchard, manager here for 
Union Central, a past president of the 





OFFICERS ELECTED 

President—Leon Lawhead, National 
of Vermont, Indianapolis. 

Vice-president, zone I—John Eg- 
gert, Aetna Life, Hammond. 

Vice-president, zone II—Robert L. 
Boyd, Equitable of Iowa, Kokomo. 

Vice-president, zone III—Robert 
Davis, Equitable Society, Evansville. 

Vice-president, zone IV—Grant 
Johnson, Indianapolis Life, Indianapo- 
lis. 

Secretary—Ralph Stewart, Ohio 
State Life, Muncie. 





state association, and now secretary of 
the national association, warned that 
the Madison and New Albany associ- 
ations are in danger of breaking up 
because of the controversy over the 
family policy. The Southern Indiana 
association has already gone out of 
business, following large-scale resig- 
nations among opponents of the family 
plan. 

In addition to the projected confer- 
ence between the state associations 
field practices committee and Mr. Ru- 
therford, the Prudential district agents 
from Indiana attending the company’s 
district agents’ convention in Holly- 
wood, Fla., this week were scheduled 
to discuss the matter with Mr. Ruth- 
erford, according to Mr. Pritchard, 
who indicated that Commissioner 
Palmer of Indiana is concerned about 
the situation. 

“Let’s police our own business with- 
out the commissioner having to come 
into it,” urged Mr. Pritchard, winding 
up the discussion. 

_ The discussion was opened by Mar- 
tin Roberts, general agent of Jefferson 
National at Hammond, who called the 
family plan “the worst type of life in- 
Surance sold today, because it is con- 
ducive to twisting.” He said he had 
built up a file on twisting cases re- 
ported to him and added that it had 
caused “a lot of problems.” 

_ Lavon McCoy of Bloomington said 
it had been his experience and others 
(CONTINUED ON PAGE 21) 











Life Sales in April 
Rise 37% to Record 
of $5,753,000,000 


Life insurance sales in the U. S. 
in April totaled $5,753,000,000, up 37%, 
making it the largest April 6 on record, 
according to LIAMA. 

Ordinary sales in April were $3,- 
784,000,000, up 32%, also setting a 
new record for the month. ; 

Group sales came to $1,433,000,000, 
up 77%, while industrial sales were 
$536 million, up 5%. 

Total life insurance sales in the first 
four months were $20,444,000,000, up 
26%, for the largest four months of 
any year. 

Ordinary sales of $13,988,000,000, up 
28%, and group sales of $4,412,000,- 
000, up 38% also set new records for 
the first four months of any year. 

Industrial sales came to $2,044,000,- 
000, up 1%. 

LIAMA’s figures did not 
credit life sales. 


include 


American States 
Plans $2 Million 
Lite Affiliate 


Plans were announced this week for 
formation by American States of In- 
dianapolis of a life affiliate to be 
known as American States Life. The 
new company will have $1 million 
capital and $1 million surplus which 
will be raised by the sale of one mil- 
lion shares of stock of $1 par value 
at a price of $2. The entire issue will 
be bought by American States. 

American States was organized in 
1929 as a specialty automobile insur- 
er, and it now is a full multiple line 
company. Assets are $32 million and 
capital and surplus $8 million. Amer- 
ican States operates in Indiana, IIli- 
nois, Kentucky, Michigan, Ohio, Penn- 
sylvania and Colorado. The new life 
company will have the same directors 
as American States, and the same 
principal officers—Dudley R. Galla- 
hue, president, and Kurt F. Pantzer, 
secretary. American States Life will 
be managed by officers to be selected 
from candidates now being considered 
in the national life field. 


Jie NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 





AIDED JACKPOT PLANS 


Va. Agents Censure 
Candidate for State 
Attorney-General 


The Virginia Assn. of Life Under- 
writers has strongly censured the un- 
opposed Democratic primary candidate 
for state attorney-general for what it 
terms “selling his influence” as a law- 
yer and western Virginia U. S. district 
attorney. 

The action followed by a day an 
identical resolution passed by the Ro- 
anoke association. 

The candidate, Howard C. Gilmer 
Jr. of Pulaski, admitted having writ- 
ten letters to friends on behalf of Ed 
Lambert, Virginia general agent for 
National Old Line Ins. Co. of Little 
Rock, suggesting that they “take ad- 
vantage of a plan that will make you 
more money, in a conservative way, 
than anything I have ever seen.” The 
“plan” was the so-called jackpot or 
semi-tontine type of contract. 

The resolutions point out that in 
writing these letters, on or after June 
2,. 1953, Mr. Gilmer did not disclose 
that “he was an agent for the com- 
pany or that he received compensation, 
or that in 1953 Howard C. Gilmer Jr. 
applied for and received an agent’s 
license for the National Old Line Ins. 
Co.” 

While conceding that Mr. Gilmer 
committed no illegal act, the resolu- 
tions state that “he has exercised very 
poor judgment and engaged in un- 
ethical practice (according to the Vir- 
ginia state bar) in selling his influ- 
ence.” The resolutions go on to say 
that Mr. Gilmer’s prominence as a law- 
yer, as a former U. S. district attorney, 
and past president of the state bar 
association makes his actions all the 
more reprehensible, and wind up by 
asking “if a man with judgment of the 
type Mr. Gilmer has displayed is a 
proper and fitting person for one of 
the highest offices in our common- 
wealth.” 

The censure resolutions and a pub- 
lic statement in reply from Mr. Gilmer 
got big space on the front pages of 
Roanoke and Richmond newspapers. 
Mr. Gilmer said he had been ap- 

(CONTINUED ON PAGE 24) 











Late News Bulletins... 








Refer Connecticut Equity Annuity Plan for Study 


HARTFORD—The Connecticut legislature has referred to the legislative 
council a bill granting a charter to the proposed Equity Annuity Co. of Green- 
wich, Conn. The council was directed to study the proposal for variable annui- 
ties and report to the next session of the legislature, in 1959. The senate was 


told, as respects the Equity Annuity Co. 


bill, that there is considerable question 


as to whether the variable annuity constitutes income from a security or from 
insurance and that “it has not been properly defined by the courts.” 


Begin Probe of Guarantee Reserve Investments 


Illinois and Indiana insurance departments are reported to have begun in- 
vestigations into the “propriety” of some investments of Guarantee Reserve 
Life of Hammond, Ind. A copy of a receipt for $100,000 was found on the body 

(CONTINUED ON PAGE 24) 
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1,550 Attend JASA 
Annual at Chciago; 
Tops for Midwest 


Big Exhibitor’s Section 
Shows Latest in Data 
Processing Wares 


By RICHARD J. DONAHUE 


The annual international conference 
of Insurance Accounting & Statistical 
Assn. at Chicago 
this week was by 
far the largest ever 
held in the mid- 
west by the grow- 
ing group which, 
with 710 member 
companies, boasts 
itself the largest of 
all insurance or- 
ganizations. 

More than 1,550 
delegates reg- 
istered to partici- 
pate in the three- 
day working conference on insurance 
“record keeping” and to have a look 
at a vast display of office equipment 
and other operating hardware, includ- 
ing the latest in electronic data pro- 
cessing. 

That machinery is of ever increasing 
importance to the insurance industry 
was demonstrated by the size of the 
exhibitor’s section. Some 75 display 
booths were occupied, almost double 
the space used a short year or two 
ago. 

IASA as an insurance organization 
also is growing in importance, going 
from some 140 to 710 members in 15 
years, and still growing at the rate 
of 5% a year. 


Leilyn M. Cox, Employers Mutual, 
was elected president of IASA for 1957- 
1958, succeeding Rodney B. Wilcox, 
Connecticut General Life. Vice-presi- 
dents elected are R. D. Clancy, Liberty 
Mutual; J. A. Dryer, Standard Acci- 
dent; J. D. Hicks, Fidelity Mutual 
Life; E. E. McCandless, United Benefit 
Life; L. S. Rinehart, Nationwide Mu- 
tual, and Ervin Wetzel, Allstate. The 
four directors, for fire, casualty, life 
and A&S respectively, are N. C. Nor- 
ell, Anchor Casualty; R. G. Espie, 
Aetna; J. C. Smith, Imperial Life of 
Canada, and G. B. Klein, Woodmen 
Accident & Life. 

The conference was divided into 
seven different programs. They were 
fire and casualty, life, A&S, group, 
fraternal, industrial, and electronics. 
There also were many special events 
and a general session during which 
Joseph Gerber, Illinois insurance di- 
rector, welcomed the delegates to the 
state. He emphasized the importance 
of continuing state regulation of in- 
surance, pointing out that it is his 
goal to make the Illinois department 
such an ably staffed and “cracker 
jack” operation that federal interven- 
tion won’t be wanted, nor needed. 

The principal speaker at the general 
session was Bob Considine, noted re- 





L. M. Cox 


(CONTINUED ON PAGE 24) 
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Entire Mich. Assn. 
Backs Phillips tor 
Secretary of NALU 


DETROIT—The candidacy of Harry 
N. Phillips for secretary of National 
Assn. of Life Un- 
derwriters was en- 
dorsed unanimous- 
ly by Michigan 
State Life Under- 
writers Assn. at its 
annual convention 
here. The action 
confirmed those 
taken last Decem- 
ber by the boards 
of Michigan and 
Detroit associa- 
tions. 

On the ground 
that group insurance and other mass 
coverages are major problems, the 
Michigan association stresses the im- 
portance to NALU of having as an 
officer “a man thoroughly conversant 
with these problems from all phases 
anc! who can truly represent the field 
forces point of view.” 

Mr. Phillips, who is group manager 
for Sun Life of Canada for the western 
United States, is serving his second 
term as trustee of NALU and is its 
group committee chairman. He is presi- 
dent of the Michigan state association 
and plans to return to Michigan with- 
in a few years. He is past president 
of the Detroit association and of De- 
troit CLU chapter and has long been 
active in NALU affairs. 


EU TEEEE RENEE — 





Harry N. Phillips 


Pansing to Leave Nebraska Post July 1 


Director Thomas R. Pansing of Ne- 
braska has submitted his resignation 
to Gov. Anderson effective July 1. The 
governor has announced he will ap- 
point John H. Binning, Lincoln attor- 
ney, to succeed Mr. Pansing. Mr. Bin- 
ning will be special assistant to Mr. 
Pansing beginning June 1 in order to 
become acquainted with his duties. 

Mr. Pansing has been Nebraska di- 
rector since January, 1953. He was 
reappointed for a two year term in 
January of 1957. He expects to return 
to his private law practice in Lincoln 
as a member of the firm of Crosby, 
Pansing & Guensel. The senior mem- 
ber is Robert B. Crosby, who was gov- 
ernor of Nebraska from 1953 to 1955. 
Mr. Binning, 33, is a law graduate of 
University of Nebraska and_ has 
served as Lincoln city prosecutor and 
Nebraska assistant attorney-general. 
He has been in general law prac- 
tice since graduating from college ex- 
cept for Korean war service and pub- 
lic service. He is currently Lancaster 
county Republican chairman, but is 
resigning that post because of his ap- 
pointment. 


Gov. Anderson has termed Mr. Pan- 
sing’s resignation as “a real loss to 
the state, the insurance industry and 
the cause of state jurisdiction over 
insurance.” 

Mr. Pansing was the leader in the 
attempt to have National Assn. of In- 
surance Commissioners and the in- 
dustry deal with the Federal Trade 









MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. . This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 
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Commission on a cooperative basis in 
an attempt to iron out the question of 
FTC jurisdiction. He was chiefly re- 
sponsible for the large industry turn- 
out at the FTC trade practices con- 
ference at Washington last year, but 
his efforts hit the rocks when the FTC 
took the position that it had jurisdic- 
tion over insurance no matter what 
the quality of state supervision. 

Mr. Pansing and Mr. Binning will 
attend the Atlantic City meeting of 
NAIC in June. 

Mr. Pansing lost a close election 
contest a year ago for the vice-presi- 
dency of NAIC largely because the 
FTC turned its back on him. When J. 
Byron Saunders of Texas, who was 
elected NAIC vice-president over Mr. 
Pansing, resigned six months ago to be- 
come an officer of Republic National 
Life, the position was wide open for 
Mr. Pansing to take over, but he de- 
clined, knowing that he had no inten- 
tion of staying on as Nebraska com- 
missioner. 


Mortality Table Issue 
Most Important: Lloyd 


The new mortality devised by Soci- 
ety of Actuaries is one of the most im- 
portant questions 
for consideration 
before the life in- 
dustry and Amer- 
ican Life Con- 
vention is  ap- 
proaching the 
question on a 
wholly _ objective 
basis, John A. 
Lloyd, president 
of ALC, told 
members of that 
group at their re- 
gional meeting in 
Hartford. 

Mr. Lloyd said the mortality table 
has been a matter for discussion at 
each of four regional meetings and 
will be one of the principal topics on 
the program of the ALC annual meet- 
ing in October. At that time, there 
will be a panel discussion of the sub- 
ject participated in by leaders in the 
business who have given extensive 
study to the question. All sides of the 
problem will be explored and present- 
ed fully for the benefit of the mem- 
bership at that time. 

“The sole concern of the Conven- 
tion,” Mr. Lloyd said, “is that the 
problem be given the careful study 
which its importance deserves. Our 
organization has taken no official po- 
sition. I earnestly hope that final ac- 
tion thereon will represent the mature 
and informed consensus of the mem- 
bership.” 

He said that although Alfred Guer- 
tin, ALC actuary, was asked by Soci- 
ety of Actuaries to serve as chairman 
of the committee which produced the 
new table for consideration by insur- 
ance commissioners and the business, 
Mr. Guertin has not been authorized 
to endorse the adoption of such table 
on behalf of ALC. 





John A. Lloyd 





Pa. Federation Names 
Elliott, Corey V-Ps 


Life company officials elected at the 
annual meeting of Insurance Federa- 
tion of Pennsylvania are William El- 
liott, chairman of Philadelphia Life, 
and William B. Corey, president of 
Provident Indemnity Life, who were 
named vice-presidents. Thomas A. 
Bradshaw, president of Provident Mu- 
tual Life, was named vice-chairman of 
the executive committee. 


—= 


Fla. Groups Endorse 
Walker as Candidate 
for Trustee of NALU 


R. B. “Tilly” Walker, New Yor 
Life, Hollywood, Fla., is a candidate 


for election as a 
trustee of National 
Assn. of Life Un- 
derwriters. The 
election will be 
held at the NALU 
convention Sept. 
15-20 at Detroit. 

Mr. Walker, in 
the business with 
New York Life for 
30 years, is chair- 
man of NALU’s 
relations with ac- 
countants and 





R. B. Walker 


estate planning committees and heads 
the Miami committee to raise funds for 
the new headquarters at Washington, 
He is a life and qualifying member of 
Million Dollar Round Table. 

He is past president of Florida ang 


Miami Assns. 


of Life Underwriters 


and has represented both as a national 
committeeman. He was an organizer 
of Miami Estate Planning Council and 
served as its president. 


Mr. 


Walker’s candidacy has been 


endorsed by the state association and 
local units. Robert L. “Bob” Walker, 
Peninsular Life, Orlando, past presi- 
dent of NALU, heads the R. B. Walker- 
for-trustee committee. The two men 
are not related but are friends of long 


standing. 


Elect MacLeod Head 
of LIAMA Round Table 


Sayre MacLeod, 


vice-president of 


Prudential, was elected chairman of 


LIAMA’s_ agency 
officers round ta- 
ble to succeed 
Charles H. Schaaff, 
vice-president of 
Massachusetts Mu- 
tual, at a meeting 
at Hot Springs, Va. 
The round table is 
made up of chief 
agency officers 
from  LIAMA’s 
larger member 
companies. 


Elected to the 


E. Lewis, 





Sayre Macleod 

round table committee for 3-year 
terms were J. L. Beesley, senior vice- 
president of Equitable Society; Marvin 


agency vice-president of 


Bankers Life of Iowa, and Arthur F. 
Williams, vice-president and superin- 
tendent of agencies of Crown Life. 
Mr. MacLeod, active in LIAMA since 
1947, has served on its education and 
training, ways and means, relations 
with universities, bank premium pay- 
ment plans, compensation and distri- 


bution committees. 





Neb. Insurance Institute 


Elects Huffman President 


Don F. Huffman, assistant secretary 
of Security Mutual Life of Lincoln, was 
elected president of Insurance Insti- 
tute of Nebraska, succeeding Harold A. 
Munson, assistant underwriting secre- 
tary of Guarantee Mutual Life of 
Omaha. William M. Luedtke, life un- 
derwriting supervisor for World of 
Omaha, was elected secretary-treas- 


urer. 


The election meeting, 


which 


climaxed the Institute’s 29th yeal, 
was addressed by R. C. Strubbe, as- 
sistant vice-president of Lincoln Na- 
tional Life. His subject was “Sub- 
Standard Accident & Sickness Insur- 


ance.” 
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Equitable Society 
Stages Victory Tour 
to Hail Sales Leaders 


Officers, leading midwestern agents 
and managers of Equitable Society cel- 
ebrated at Chicago last week the suc- 
cessful completion of the company’s 
April 1-May 6 leadership month 
campaign. The Chicago meeting, held 
May 17-19 at the Palmer House, was 
the first in a series of four regional 
celebrations scheduled for May and 
June. A similar celebration for west- 
ern leaders was held this week, May 
92-24, at the Ambassador hotel, Los 
Angeles. James F. Oates, new presi- 
dent of Equitable, is among top officers 
of the company making the victory 
tour of the country to congratulate 
the company’s leading producers. Oth- 
er regional meetings are scheduled for 
the Roosevelt hotel, New Orleans, June 
3-5, and at the Claridge hotel, Atlan- 
tic City, June 6-8. During the sales 
campaign the field forces of Equitable 
Society wrote $536 million in ordinary 
life business and $547 million of group, 
the largest ordinary volume of all time 
in such a campaign and one of the 
largest production achievements for 
group business. 

Among those taking part in each of 
the regional meetings are the indi- 
vidual leaders from each agency in 
the region, leading agency managers, 
and leading district managers. More 
than 600 persons attended the victory 
luncheon during the 3-day celebration 
at Chicago. 

Leading agencies by percentage of 
quota during the campaign were: 





Guarantee Trust Life 
Put Under FTC Order 


Guarantee Trust Life of Chicago has 
been put under a Federal Trade Com- 
mission examiner’s order prohibiting 
the company from misrepresenting 
the benefits of its A&S insurance. 

Ruling on a complaint issued in 
October, 1954, Examiner Loren H. 
Laughlin found the company has mis- 
represented the duration of its A&S 
policies, that all sickness and acci- 
dents are covered, the amount of hos- 
pital benefits, and that in all cases 
full income benefits continue for in- 
sured’s lifetime, if required by his 
condition. 

The order is not final and is subject 
to appeal, stay or review. 


Seattle Managers Plan 
Annual Hi-Jinx June 7 


Seattle Life Managers Club will hold 
its annual Hi-Jinx Friday, June 7, at 
the Broadmoor Golf and Country Club. 
The affair will last around-the-clock 
from 12 noon to 12 midnight and will 
include a cocktail hour from 6 to 7 
p.m., followed by a steak dinner. The 
outing promises general agents and 
managers an opportunity to relax and 
“forget all agency troubles.” William 
Peterson, Seattle general agent for 
Provident Mutual Life, is chairman. 








New York Insurance Women to 


Install Officers at June 4 Tea 

New officers of New York League of 
Life Insurance Women will be in- 
stalled at the annual tea at 3 p. m. 
June 4 in Belmont Plaza hotel. Tickets 
may be obtained from Mrs. Amelia E. 
pechert at New York Life’s home of- 
ice. 

Officers are Mrs. Ceil K. Sweid, 
Equitable Life of Iowa, president; Miss 
Dorothy M. Boond, New York Life, 1st 
Vice-president; Mrs. Reichert, 2nd 
vice-president; Miss Ethel B. Karene, 
Union Central, 3rd vice-president; Miss 
Rose L. Aronson, New York Life, treas- 
urer; Mrs. Helen Wolfsohn, Equitable 
Society, corresponding secretary, and 
Miss Betty Ann Scandling, Mutual of 
New York, recording secretary. 


Southern department, the Vossmeyer 
agency, Louisville, 334% of quota with 
production of $9,515,663; northeastern 
department, the McMillin agency, Pro- 
vidence, 237% of quota with produc- 
tion of $1,731,993; north central de- 
partment, the Holderman agency, Pe- 
oria, 171% of quota with production 
of $17,025,749; western department, 
the Berlin agency of Spokane, 170% 
of quota with production of $4,167,350; 
the south central department, the Bry- 
ant agency, St. Louis, 225% of quota 
with production of $3,760,383, and 
the New York metropolitan depart- 
ment, the Good agency of mid-town 
New York, 190% of quota with produc- 
tion of $2,281,381. 

These winning agencies are the 
leaders in percentage over quota only 
and not necessarily the top agencies 
in volume. The Hemphill agency of 
San Francisco was the leader in vol- 
ume with $17,831,717 in production, 
which was 148% of the agency’s quota. 
The Holderman agency of Peoria, the 
leader in percentage quota and in vol- 
ume for the north central department, 
also was the national leader in total 
number of cases, which numbered 
3,006. 





Top Equitable Society Officers Take Victory Tour 





Top officers of Equitable Society were in Chicago last week for the first of 
four regional meetings celebrating the completion of the company’s recent 
Leadership Month campaign. They are, left to right, Joseph L. Beesley and M. P. 
Dickenson, both senior vice-presidents; James F. Oates, president; S. A. Burgess, 
agency vice-president; Ray D. Murphy, chairman, and Walter L. Gottschall, field 
vice-president at Chicago for the north central department. Mr. Murphy and Mr. 
Oates are heading the home office party attending all regional meetings and 
meeting many Equitable agents for the first time. The second regional celebra- 
tion was held at Los Angeles this week. Other regional gatherings will be at New 
Orleans June 3-5, and at Atlantic City June 6-8. 





Progress report on Prudential’s decentralization — No. 6 
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Prudential’s Mid-America Home Office . . . part of our program to bring Prudential service 
closer to the people we serve—through decentralization. With headquarters in Chicago, 
Illinois, The Mid-America Home Office established in 1955 serves the area you see above. 
Other regional home offices are located in Jacksonville, Minneapolis, Los Angeles, Houston, 

and Toronto, in addition to the Home Office in Newark. The newest regional home office 
is soon to be constructed in Boston. 


The Prudential 


INSURANCE COMPANY OF AMERICA 


U 
e IANNUITIES ¢ SICKNESS & ACCIDENT PROTECTION s GROUP INSURANCE » GROUP PENSIONS 








HeNATIONAL UNDERWRITER 


May 24, 1957 


=. 
——— 








St. Paul F.&M., 
Western Life 
Affiliation Proposed 


ST. PAUL—Negotiations are under 
way for the merger of Western Life 
of Helena, Mont., with St. Paul F.&M. 
by means of a stock exchange. Western 
Life stockholders would exchange their 
shares for stock in St. Paul F.&M. A 
letter to St. Paul F.&M. stockholders 
outlining the proposal says the plan 
has the approval of the Minnesota de- 
partment but must also have the okay 
of Securities & Exchange Commission. 
Not less than 80% of Western Life 
stock must be exchanged to make the 
merger effective. The price being of- 
fered for Western Life stock is not 
announced. 

Before issuance of any shares in 
the exchange, St. Paul F.&M. will pay 
a 15% stock dividend. The cash divi- 
dend on the additional stock as well 
as that issued in exchange for Western 
Life stock will be continued on the 
present basis of $1.20, it is anticipated. 


Four reasons are stated for the pro- 


posed affiliation. It would give St. 
Paul agents facilities to meet all the 
insurance needs of their customers; 
it would protect the competitive posi- 
tion of the St. Paul company in its 
multiple line operations; would pro- 
vide for continued diversification in 
sources of premium income, and would 
provide “good opportunity” for profit 
and growth. 

Western Life was established in 
1910 and at the close of 1956 it had 
$321,352,587 insurance in force. It op- 
erates in 11 states and Alaska. Under 
the proposed affiliation, Western Life 
would continue its headquarters at 
Helena where it has 150 employes. R. 
B. Richardson, president, would retain 
that position and would be made a 
director of St. Paul F.&M. A. B. 
Jackson, president of St. Paul F.&M., 
would become a director of Western 
Life. 

If the affiliation is consumated it 
probably would become effective late 
in the summer. Legislation at the re- 
cent Minnesota session paved the way 
for the affiliation as far as St. Paul 
F.&M. is concerned. 
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@ Can be issued sub-standard on father or mother 


@ Can be issued with additional coverage riders on 


the father 


@ Children can insure for five times their original 
amount of coverage at termination of contract 
without a medical examination 


® Children and new arrivals are automatically 
insured for full amount at age 15 days 


@ Premium is reduced at father’s age 65 


pe FAMILY Py, 






SINCE 1887 


Bankers Life 


:* of Nebraska 


HOME OFFICE — LINCOLN 





Agenda Prepared for 
NAIC Annual Meeting 


The hour-by-hour program of com- 
mittee meetings of interest to life peo- 
ple and plenary sessions are listed for 
the annual meeting of National Assn. 
of Insurance Commissioners scheduled 
for June 10-14 at the Haddon Hall 
hotel, Atlantic City, N. J. The chair- 
man or presiding officer of each meet- 


ing is also listed. 
June 10 


9 a.m.—Subcommittee on title and mortgage 
guaranty, William Gould of New York. (1) 
New title insurance blank. 

10 a.m.—Subcommittee on the problem of 
reimbursement formula between hospitals and 
service associations, Miller of West Virginia. 
(1) Depreciation on buildings and equipment. 

Subcommittee on state laws governing mis- 
leading and deceptive advertising, Pansing of 
Nebraska. (1) Reports of NAIC zone repre- 
sentatives. 

Subcommittee on variable annuities, Holz of 
New York. (1) The effect of the sale in other 
states if sale is authorized by one state. 

11 a.m.—Subcommittee on house confine- 
ment provisions in policies of A&S insurance, 
Beery of Colorado. (1) Report of meeting held 
June 8, 1975. 

Subcommittee on 
rules on advertisement of A&S 
Pansing of Nebraska. 

Subcommittee on valuation of 
Holz of New York. 

1 p.m.—Subcommittee on commercial pen- 
sion funds and trusteed welfare funds, Na- 
varre of Michigan. (1) Report of advisory 
committee on code of ethics. 

Subcommittee on NAIC retirement program, 
Pansing of Nebraska. 

Subcommittee on problems incident to can- 
eellation of A&S policies, Miller of West Vir- 
ginia. 

Subcommittee to study the subject of group 
life, Howell of New Jersey. (1) Savings and 
revocable purchase commitments. 

2 p.m.—Subcommittee on definitions of 
“ron-cance lable insurance” and “guaranteed 
renewable insurance’’, Pansing of Nebraska. 

Subcommittee on extended maternity bene- 
fits, Jackson of Maryland. (1) Liability of 
Blue Cross plars and Blue Shield plans when 
group coverage is transferred. 

Subcommittee on insurance problems _ in 
connection with installment sales and loans, 
Ho'z of New York. (1) Report of meetings 
May 9-10, 1957. 

3 p.m.—Subcommittee 


interpretation of NAIC 
insurance, 


securities, 


on deficiency  re- 


serves, Howell of New Jersey. (1) Report of 
Dec. 3, 1956. 
Subcommittee to study future sites for 


NAIC meetings, Holz of New York. 

4 p.m.—Subcommittee on compensation and 
per diem expeyses of examiners, Humphreys 
of Massachusetts. 


Subcommittee to study reserves -for gyar 
anteed renewable A&S policies, Holz of Ney 
York. 

June 11 


9 a.ms-Executive committee Meeting 
Northington of Tennessee. (1) NAIC meetin, 
procedure. Extra copies of committee reports 
(2) Renewal of NAIC Chicago office lease, (3) 
Executive secretary’s report. (4) Selection of 
executive secretary for next fiscal year. 

10:30 a.m.—Plenary session, Taylor of Ore. 


gon. 
11:30 a.m.—Presentation—Nebraska 
commissions, Pansing of Nebraska. 
1:15 p.m.—Non-profit hospital and medica 
service associations or similar organizations 
committee, Smith of Pennsylvania. (1) 
significance of NAIC advertising rules to Bly 
Cross and Blue Shield. 
2:45 p.m.—Blanks committee, McConnell of 
California. 
4:15 p.m.—Preservation of state regulation 
committee, McConnell of California. 
_ Valuations of securities, Humphreys of Mas. 
sachusetts. © 


navy 


June 12 


9 a.m,—Examinations committee, Taft of 
Wyoming. 

Insurance covering all installment sales ang 
loans committee, Larson of Florida. 

10°30 a.m.—Life insurance committee, Lar. 
son of Florida. 

1:15 p.m.—Laws and legislation committee, 
Beery of Colorado. (1) Uniform countersig. 
nature laws. 

2:45 p.m.—Accident and health committee, 
Knowlton of New Hampshire. 

4:15 p.m.—Federal liaison committee, Me. 
Connell of California. (1) Zone 2 resolution. 

Fraternal insurance committee, Sullivan of 
Washington. 

June 13 


9 a.m.—Executive committee, Northington 


of Tennessee. 

10:30 a.m.—Zone 1, Humphreys of Massa- 
chusetts; Zone 2, Gold of North Carolina; 
Zone’ 3, Cravey of Georgia. 

11:15 a.m.—Zone 4, Jensen of North Dako- 
ta; Zone 5, Taft of Wyoming; Zone 6, Sullivan 
of Washington. 

2:30 p.m.—Plenary session, Taylor of Ore. 
gon. (1) Committee reports submitted for dis. 
cussion. 

June 14 

9:39 a.m.—Plenary executive session, Taylor 
presiding. (1) Committee reports for final ac- 
tion. (2) Elections. (3) Election reports from 
zones. 


William Conley, former manager for 
Farm Bureau Life at Lansing, Mich. 
and prior to that chief actuary for the 
Michigan department, has opened a 
consulting actuarial service at 8ll 
American State Bank building, Lans- 
ing. 


All American Life & Casualty of 
Chicago has been licensed in Arkan- 
sas, its 18th state. : 








Plan Kentucky Life Agents Convention 





Louisville Life Underwriters Assn. committee executives at work on plans 


%, 





for Kentucky Assn. of Life Underwriters convention June 15 at Brown hotel, 
Louisville, are, seated left to right, Mrs. June Stevens, executive secretary, and 
Harry L. Hamilton, Home Life, general chairman of the convention committee; 
standing left to right are John Vincent, John Hancock, president of the Louis- 
ville association and member of advisory council of the convention committee; 
George W. Davis Jr., Equitable Society, chairman, hotel arrangements; Lindsay 
McMahon, New York Life, chairman, hosts committee; Lacy Franz, Union Cen- 
tral, co-chairman, attendance and ticket sales committee; Harold Pottinger, 
Fidelity Mutual, assistant chairman, arrangements committee; Ollie Mershon, 
Bankers Life, chairman, publicity, printing and program committee; Jack 
Ward III, Aetna, chairman, forum committee, and Jack Rogers, Prudential, 
chairman finance committee. (Mr. Vincent has died since this picture was taken.) 
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" Stripped of extravagant Claims... 

= Crown Life's NEW...all NEW... 

=| Executive Whole Life Plan 
= sold in minimum amounts of $25,000 

<a is extremely low in Guaranteed cost! 
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= NON-PAR ANNUAL PREMIUM PER $1,000 
‘ie! AGE 25 AGE 30 AGE 35 AGE 40 AGE 45 
| $12.86 $15.07 $17.98 $2181 $26.78 
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and you can continue to count on 
Crown Lifes MODERN underwriting 





Brokerage Development Department 
Crown Life Insurance Company 
120 Bloor Street East, Toronto 


Please rush to me information on Crown's Executive Whole 
Life Plan and a new sales kit explaining it. 


To: 
Address 








City State 
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When it’s new in town it comes from CROWN 
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NEW ENGLAND AREA CONFERENCE 





5-Year Survival Rate of 10% Not Good 
Enough, Metzger of Equitable Warns 


SWAMPSCOTT, MASS.—There is 
no question but that the life insurance 
business will have 
to improve its re- 


tention of man- 
power over the 
next decade, de- 


spite a manpower 
shortage that will 
surely continue 
during all that 
time, Clarence 
B. Metzger, vice- 
president of Equit- 
able Society, told 
the New England 
management con- 
ference of New England General 
Agents & Managers Assn. 

Basing his talk on a LIAMA study 
showing that only about 10% of agents 
recruited in 1950 were still in the busi- 
ness five years later, or about the same 
5-year percentage as 1933 recruits, 
Mr. Metzger said it is going to be more 





C. B. Metzger 


difficult to find recruits, “and when we 
do find them, we shall have to retain 
more than one in every 10.” 


He said that fortunately there are 
many new tools available today to help 
do a better job of recruiting, selecting, 
training and supervising. 

“Are we still recruiting from the 
same sources?” Mr. Metzger asked. “Is 
there any significant change in these 
sources? For instance: Are we still 
looking for men in dead-end jobs? Is 
this realistic in the face of our expand- 
ing economy and dependency of in- 
dustry to upgrade its present person- 
nel? Are there really very many dead- 
end jobs left? Are, perhaps, the men 
who are passed by for promotion in 
their present employment the poten- 
tially unpromotable? Do we want men 
of this type? I know of no studies that 
delve into this question; it is one we 
must all answer individually. But it is 
the type of question we must consider 
carefully.” 


Mr. Metzger also wondered whether 


selection methods are being improved, 


that is, whether the new tools that 


are available are being used. 


“Are we analyzing our market to 
determine the significant factors?” he 
asked. “Are we determining precisely 


just what the job is that we are trying 


to fill? Do we have a job description 
that tells us precisely the type of man 
we need? Are we mating the man and 
the job or are we resorting to desper- 
ation recruiting? 

“When we have selected the man, 
are we training him properly for the 
market he will serve? Are we con- 
tinuing his training after the first year 
or two? Are we continuing to upgrade 
our own men, to develop them for 
higher markets? 


“Are we continually motivating the 
agent—selling and reselling him on the 
wonderful business he is in and on the 
opportunities ahead for him? Are we 
describing the job honestly—the ad- 
vantages and disadvantages—before 
we put him under contract? Are we, 
perhaps, overselling him on his oppor- 
tunities for advancement by holding 
out the lure of a management position 


(CONTINUED ON PAGE 20) 








are you at the 


WE ARE LOOKING FOR experienced A&S producers 


who are ready to become General Agents. 


If you are in this category, and if your present company 
can’t offer you the contract you want, we urge you to inves- 


tigate Provident. 


Your investigation will show that we have the widest line 
of individual coverages available in one company anywhere, 


and an agency contract second to none. 


We have some territories open with great possibilities. 





IDENT LIFE & ACC! 


Write in confidence to 


JAMES W. SEDGWICK, Agency Manager 
ACCIDENT DEPARTMENT 


DENT INSURANCE COMPANY 


CHATTANOOGA 
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Johnson Tells LOMA 
Society About New 
Insurers’ Problems 


Some of the problems involved jp 
starting a new life insurance company 
3 _ were outlined p 
f _ George E. Johnson 
. : president of the re. 
| cently — forme 
Equity Annuity 
Life of Washing. 
ton, who was prin. 
cipal speaker 4 
the dinner session 
of the annual sem. 
inar of Society g 
LOMA Graduate 

in New York. 
Mr. Johnson, 
who spoke from his 
own experiences in participating in the 
formation of three new companies jp 
recent years, said arranging for paid. 
in capital and surplus is now a firy 
step, although theoretically it migh 
come later in the procedure. Practical. 
ly, the superintendent of insurance anj 
the corporation counsel would not ap. 
prove the application if the financing 
had not been arranged in advance and 
if men of substance had not bee 

named to serve on the board. 

A preliminary to the arrangement 
of capital and surplus is the prepara. 
tion of a prospectus for the proposed 
purchasers, he said. This would ip. 
clude an earnings projection to show 
under what circumstances the compa- 
ny would develop profits and _ losses, 
and also measure the value of the 
company. 








George E. Johnson 


Another requirement is a_ portfolig 
of the principal contracts to be offered, 
This is necessary to satisfy both those 
putting up the money and the insur. 
ance department. It must include load- 
ing factors, commission scales and 
provisions to be included in the con- 
tracts. A market survey is needed to 
demonstrate that the product can be 
sold. 

Corwin H. Barnum, assistant treas- 
urer of Teachers Insurance & Annuity 
and president of the society, presided 
at the seminar and introduced the 
moderator, Edwin D. Spreckelsen, 
group home office representative of 
Mutual of New York. Some recent 
trends and developments in life office 
management were discussed during 
the afternoon session by specialists in 
several areas of management. 

Legislative changes are needed be- 
fore life companies can take full ad- 
vantage of aggressive common stock 
purchase programs, Harry B. Freeman 
Jr., investment officer of Teachers In- 
surance & Annuity, said. Life insur- 
ance has a tremendous opportunity and 
responsibility in the field of common 
stocks, which should prove to be ex- 
cellent long term investments for the 
life companies and their policyholders. 
Also, the economy needs a continuing 
supply of equity capital to remain bal- 
anced, healthy and dynamic. The long- 
term nature of life companies’ invest- 
ment programs makes them particu- 
larly suited for moderate common 
stock purchase programs. 

Before life companies can realize 
fully the advantages to be derived 
from aggressive common stock pul- 
chase programs, legislative changes in- 
volving the valuation and selection of 
stocks must be made. Discussing some 
of the methods suggested for the val- 
uation of common stocks, he concluded 
that, whatever plan was selected, some 
valuation method should be legislated 

(CONTINUED ON PAGE 20) 
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Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U.S. » 393 Seventh Avenue, New York 1, N. X. 
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Companies Must Sell 
Products to Their 
Field Forces: Spahn 


One of the most important aspects 
of merchandising, and one which com- 
panies have sometimes overlooked, is 
with their own field forces, Glen J. 
Spahn, 2nd vice-president of Metro- 
politan Life, told LIAMA’s annual 
combination companies conference at 
Hollywood Beach, Fla. 

“In our preoccupation with mer- 
chandising to the public we have not 


always given equal attention to the 
very real need for applying more 
salesmanship to our relations with our 
field force,” he said. “One of our big- 
gest opportunities today lies in really 
merchandising our new ideas, and our 
new products, to our own people.” 
The same basic things which appeal 
to the public will appeal to the field 
force. Field men have a_ technical 
knowledge of, and a personal interest 
in, insurance that sets them apart 
from the general public. Although the 
same basic sales appeal should be used 
in arousing the interest of the field 


force and the public in a new product, 
no attempt should be made to present 
that appeal to both groups in the same 
words. The approach to the field man 
must also meet the critical demands 
of his special knowledge and interest. 
* e e 

Metropolitan’s merchandising tech- 
nique includes a package introduction, 
which consists of sending to all field 
personnel a kit containing complete 
and integrated material concerning 
the new policies. A letter announces 
the main features, underwriting rules 
and commissions payable on the new 
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Each year National Life awards the President’s 
Trophy to a general agency in recognition of “most 
outstanding performance in agency operation and 


development.” 


Superior Performance 


Agency Operation 


WE HONOR THESE OUTSTANDING 
GENERAL AGENTS 


We are proud to announce that the 1956 President’s 
trophy was won by our Harold Smyth Agency of Hartford. 


Awards are also presented to three additional 
agencies for their outstanding performance in agency 
operation. In recognition of their achievements, 1956 
President’s Plaques were awarded to the Fred S. Fern 
Agency, Newark; the John J. Kellam Agency, New 
Canaan; and the Harold T. Dillon Agency, Atlanta. 


To these top ranking general agents and their staffs 


we extend heartiest congratulations. 


National Liie 
Insurance 6 } 


MONTPELIER 


VERMONT 


A MUTUAL COMPANY - FOUNDED IN 1850 
OWNED BY ITS POLICYHOLDERS 
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plan. The package also includes jp. 
structions for holding  educationa] 
meetings; a rate book insert and spegj- 
men policy; question and answer book. 
let covering benefits, underwriting ang 
dividends; visual sales aid; sales pro. 
motional leaflets; advertising reprints 
and similar material. 


The company also distributes tape 
recordings of various sales talks, pro- 
cedures and ideas to the district, each 
of which has been provided with a 
recorder. A principal objective of the 
tape is to combine the national adver. 
tising program with district office pro- 
motion. 

This method of introducing a new 
product to the field force and of pro- 
viding a follow-up merchandising ac. 
tivity to sustain interest in that prod- 
uct has been effective, Mr. Spahn said. 
The package type of introduction in- 
sures that the entire field force re. 
ceives the same information and the 
same motivation at the same time. 
Nothing is left to chance or to the 
varying abilities of individuals so far 
as the educational process is con- 
cerned. 


340 Attend B. M. A. 
Palm Springs Meeting 


Business Men’s Assurance was host 
to more than 340 agents and their 
wives at the company’s western all- 
star convention held recently at £] 
Mirador hotel, Palm Springs, Cal. This 
three-day convention, the second held 
by B.M.A. this year, was for agents 
from the western half of the country 
who qualified by production during an 
18-month period. 

Speakers included Frank Bettger, 
author of best sellers in the sales field, 
and Tom Collins, noted after-dinner 
speaker from Kansas City. 


Also appearing on the program were 
company officers from the home office 
and B.M.A. members of the Million 
Dollar Round Table, including Jack B. 
Curry, Los Angeles; A. L. Wolf, Flag- 
staff, Ariz.; Don E. Robinson, Salem, 
Ore.; regional manager H. G. Horn, 
Portland, Ore., and branch manager 
W. G. Chatham, Sacramento. 

The new B.M.A. management course 
was announced at the convention and 
displayed at meetings along with a 
completely revised salesmen’s training 
program, known as the B.M.A. daily 
reference course. Officers of the com- 
pany’s honor club and B.M.A. million- 
aires were recognized both at this 
convention and at the eastern all-star 
convention at Hollywood Beach, Fla. 
in March. 





Hold Estate Planners 
Day at Los Angeles 


A fourth annual and very success- 
ful estate planners day was held re- 
cently at University of California 
at Los Angeles. The affair was spon- 
sored by the school of business ad- 
ministration and university extension 
of U.C.L.A. in cooperation with Los 
Angeles CLU chapter. Horace H. Mick- 
ley, with the Mage agency of North- 
western Mutual Life at Los Angeles, 
was chairman of the arrangements 
committee. On the program were Ben 
S. McGiveran, Nathanial H. Seefurth, 
William B. Lynch Jr., and Charles B. 
McCaffrey, all of the firm of Seefurth, 
McGiveran & McCaffrey, estate plan- 
ners at Chicago and Milwaukee. Oth- 
ers on the program included Augustus 
S. Mack Jr., Los Angeles lawyer; Ro- 
bert L. Spencer, president of Los An- 
geles C.P.A. chapter, and J. R. Pattilo, 
president of Southern California Trust 
Officers Assn. 
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Illustration From The Travelers Record, 1867 
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Here’s a man waking up to the fact that acci- 
dent insurance is important. He only lost a 
good night’s sleep but others have lost much 
more. They realized the value of an accident 
policy too late—after the accident. 


Since 1864 when The Travelers Insurance 
Company wrote the first accident policy issued 
in America, thousands of men and women 
have been gratified they had an accident con- 
tract with this pioneer company. 


And The Travelers has kept pace with the 
changing times. Today, with a wide variety of 
up-to-date policies, The Travelers is protect- 
ing people throughout the United States, 


THE TRAVELERS « 


INSURANCE COMPANY, HARTFORD 15, CONN. 


The Dream of a Man:Not Insured 


Canada, Puerto Rico, and Hawaii. Policy- 
holders can be sure of prompt and courteous 
attention for 3,300 employees devote their en- 
tire time to claim service. 


Make sure your clients know about this 
vital form of protection. 


The. nearest Travelers Manager or General 
Agent will be happy to give you complete in- 
formation on the Modern Travelers Accident 
policies. 


See him soon. You'll do well with The 
Travelers—the first accident insurance com- 
pany in America. 
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Hits Tax Deduction 
Where Exams Take 
Group Beyond Limit 


ERIE, PA.—The practice of permit- 
ting corporations to cover certain key 
persons in a group for more than the 
applicable group underwriting limit by 
having them medically examined was 
attacked here as discriminatory and 
particularly as an abuse of the tax 


without their being taxable income to 
the covered employes. 

Speaking at the Erie Life Under- 
writers Assn. sales congress that fol- 
lowed the annual meeting of the state 
association, Harold N. Sloane, general 
agent of Continental Assurance at 
New York, said he couldn’t under- 
stand why the premiums for such in- 
dividually underwritten, over-the-limit 
group life coverage should not be re- 
garded as taxable income to the re- 
cipient. Such extra coverage is mainly 


Mr. Sloane said the favored tax 
treatment for group insurance applies 
only to true group insurance, but in- 
d-vidually underwritten coverage is 
not real group insurance. If this type 
of case is true group insurance, why 
should medical examinations be called 
for, he demanded. 

Moreover, said Mr. Sloane, aside 
from the tax angle such underwriting 
is discriminatory because it involves 
writing individual insurance at group 
rates. If it is permissible, then the 


— 


-nation basis at group rates. 
Discussing the problem of making 
a sale of ordinary to a man who has 
jumbo group, Mr. Sloane suggesteq 
stressing the problem the man wil 
face at age 65 or whenever the group 
coverage terminates. A good solution 
he said, is to sell an endowment ma. 
turing at the group termination age, 
with the idea of converting it then to 
ordinary life as of, say, age 45, so that 
the annual premium from retirement 
age onward will be far less than the 


public should all be allowed to buy 
group insurance on a medical-exam- 


offered only to key men or part-own- 
ers of the business. 


deduction right by which an employer 
takes a deduction for group premiums 
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Hit the bull's-eye with 
Connecticut Mutual 


Policy Contracts Second to None New Low Annuity Rates 


Single premium immediate annuity rates are now 
among the lowest — with a wide range of plans. 


Over 50, including special pension and profit-sharing 
contracts, new 10, 15 and 20 year level term 
riders and a new lower-premium mortgage cancel- 


lation plan. Large Limits on Life and Annuities 


Life insurance to $750,000. Annuities to $1000 a 


Wide Choice of Settlement Options month income. 


3.35% now paid on options, giving high yield to 
beneficiary. 





General Agents will be delighted to pro- 


Low Net Cost on All Plans vide illustrations on any form, amount and 


New 1957 dividends (total $24,400,000) bring cost 
to policyholders even lower. 


age for brokers with surplus lines. 











The Connectient Mutual 


LIFE INSURANCE COMPANY : HARTFORD 


back-breaking premium involved jn 
converting the group coverage to per- 
manent insurance as of retirement age, 

Other sales congress speakers were 
Harry S. Redeker, general counsel of 
Fidelity Mutual Life, and Andrew A. 
Adinolfi, regional director of agencies 
of John Hancock. 


Librarians to Meet 
May 26-30 at Boston 


Insurance liorarians from 50 life and 
property insurance companies will at- 
tend the annual convention of Special 
Libraries Assn. May 26-31 at Hotel 
Statler in Boston. In addition to the 
joint meetings with librarians from 
other business and industrial classj- 
fications, the insurance librarians wil] 
hold special sessions devoted to their 
own particular problems. 

The insurance division will be ad- 
dressed by Donald F. Barnes, vice- 
president and director of advertising 
and promotion of Institute of Life In- 
surance; John Adams Jr., resident 
vice-president of Central Mutual; Wil- 
liam N. Woodland, editor of The 
Standard, and Elmer R. Benedict, as- 
sistant actuary of John Hancock. 

A feature will be a tape recorded 
interview between Elizabeth Fergu- 
son, Institute of Life Insurance li- 
brarian and past president of the as- 
sociation, and William H. Whyte Jr,, 
assistant manager of Fortune maga- 
zine and author of the best selling 
book, The Organization Man. This in- 
terview will be the basis for Miss 
Ferguson’s discussion stressing the 
professional standards of the librarian. 

Host companies for the insurance 
program include New England Life, 
John Hancock and Connecticut Gen- 
eral. 

Insurance division chairman is Ab- 
bie G. Glover, librarian of Boston In- 
surance Library Assn.; vice-chairman 
is William J. Mortimer, librarian of 
LIAMA, and secretary is Mrs. Betty 
Monkhouse, Imperial Life of Toronto. 





New York Managers Name 


Buesing Vice-President 


New York City Life Managers Assn. 
has named Charles J. Buesing, man- 
ager of Mutual of New York, vice- 
president to succeed Gerald H. Young, 
general agent of State Mutual, who 
has been elected a 2nd vice-president 
of Prudential. 

Benjamin D. Salinger, general agent 
of Mutual Benefit Life, was chosen 
secretary to succeed Mr. Buesing. Clar- 
ence Oshin, manager of Home Life, 
who has been chairman of the law and 
legislation committee, was elected to 
the board. Harold A. Lowenheim, 
manager of Home Life, was elected 
new chairman of the law and legisla- 
tion committee, as a result, became a 
director, also. Stanley R. Wayne, gen- 
eral agent of Mutual Benefit Life, was 
named to the planning committee. 

The elections were conducted by the 
board of the association. All terms ex- 
pire at the end of the calendar yvar. 





Alfred E. Guertin, actuary for 
American Life Convention, spoke on 
“An Insurance Man Looks at Social 
Security” at the May dinner meeting 
of Fox Valley Insurance Club at Mil- 





waukee. 
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Florida AGH Assn. 
Elects Boyle President 
at Annual Meeting 


A record turnout of 141 members 
elected Robert Boyle president of Flor- 
ida Assn. of A&S 
Underwriters at 
their annual 
meeting in St. 
Petersburg. Mr. 
Boyle, general 
agent in St. Pe- 
tersburg for Com- 
pined of Chicago, 
was chairman of 
the convention. 

Other officers 
elected were: Vir- 
gil Thompson, 
Provident L.&A., 
Orlando, vice- ~president; Del F. Mar- 
cotte, Mutual of Omaha, Tampa, vice- 
president; and Gene Bennett, Conti- 
nental Casualty, St. Petersburg, secre- 
tary-treasurer. New board members 
are Nat Lyon, Mutual of Omaha, 
Jacksonville, and William Middleton, 
New York Life, Miami. 

Deputy Insurance Commissioner J. 
Frank Alexander was presented with 
the C. B. Pepper memorial award as 
the person who has done the most to 
advance the efforts of the A&S busi- 
ness in the state during the past year. 
Earle R. Bennett, Provident L.&A., 
Tampa, chairman of the awards com- 
mittee, made the presentation. 

Principal speakers at the conven- 
tion were John Gaule, Mutual of Oma- 
ha, and Dr. Frank Goodwin, professor 
of marketing at University of Florida. 





Robert Boyle 





Ind. A&S Assn. Hears 
Gifford, Hilgedag; Elects 


Barbour President 


The possibility that the development 
of multiple underwriting by compan- 
ion companies might lead to “package 
deals” with businesses in which all 
of an employe’s insurance needs, 
property, A&S, and life, would be 
placed directly on a salary-deduction 
basis was foreseen by Bruce Gifford, 
managing director of International 
Assn. of A&H Underwriters, at Indi- 
ana A&S Assn.’s annual meeting. 

Elected as new officers were James 
Barbour, Continental Assurance, Indi- 
anapolis, president; John Morris, Mor- 
ris agency, Fort Wayne, Earl Frei, Mu- 
tual of New York, South Bend, and 
James Craig, Associates Life, Ham- 
mond, vice-presidents; R. W. Osler, 
Rough Notes Co., secretary, and Wil- 
liam Guion, Business Men’s Assurance, 
Indianapolis, treasurer. 


R. W. Hilgedag, Indianapolis attor- 
hey, declared that tying A&S into the 
buy-and-sell agreement complicates 
that instrument and may develop ad- 
verse tax angles. He listed as objec- 
tions to including buy-out agreement 
in event of disability the problem of 
defining disability, the capital gains 
situation, and the difficulty encoun- 
tered in case of mental disability. 

Mr. Hilgedag said that the buy-out 
agreement should be left intact to op- 
erate on the subsequent death of a 
disabled part-owner and that the ex- 
tra financial burden imposed on a 
small business by the disability cf a 
part-owner be alleviated with key 
man A&S. He warned that in cases 
in which a business continues to pay a 
fairly high-salaried part-owner his full 
salary during a protracted disability, 
the bureau might rule that amounts 
paid are not salary but dividends and 


ACCIDENT & SICKNESS 





taxable to the business. 

William Highfield of Insurance 
R.&R., retiring state president, spoke 
on “Sales Opportunities Under the 
Social Security Disability Provisions.” 

Charles Ray, Associates Life, de- 
clared that the best market for disa- 
bility salary continuation plans is 
among smaller business. He also urged 
the audience not to forget the farmer’s 
hired-hand as a key man. 


Chicago A&H Assn. Holds 
Banquet, Installs Officers 


Several hundred members’ and 
guests of Chicago A&H Assn. enjoyed 
their annual banquet at Conrad 
Hilton hotel. The evening included 
dancing and entertainment by a num- 
ber of radio and TV personalities. 
Newly-elected officers who were in- 
stalled at the banquet are: Frank Watt. 


Washington National, president; Jack 
Olson, Combined, vice-president; Rich- 
ard Weiler, Meeker-Magner, vice- 
president; Vincent Manno, Modern 
Life, vice-president; and Daniel Mar- 
lowe, Provident L. & A., secretary- 
treasurer. 


San Antonio A&S, Lite Meet 


San Antonio A&H Assn. met re- 
cently for a joint panel discussion with 
San Antonio Life Underwriters Assn. 
Jesse Fletcher, Great Southern Life, 
stressed the point that A&S is no 
longer a step-child of the insurance 
business and is now coming into its 





own because of public demand. 
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If you’re a group writer, you’ll like Nationwide’s ex- 
panded, modernized group operation. Here’s the “fresh 
approach” to your group business you’ve been waiting 
for...a completely “new look” in the group field: 


EXPERT, LOCAL SERVICE—with fully trained group spe- 
cialists in field offices throughout eastern America. On- 
the-spot quotations for standard coverages... fast claim 
settlements (including a completely modern “draft” sys- 
tem. Ask your Nationwide man for full details). 


UP-TO-DATE COVERAGES—all the standard coverages 
plus SUPER-IMPOSED GROUP LIFE (provides additional 
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Did you know...last year Nationwide passed 
the Billion Dollar Life Insurance In-Force 


Writing GROUP? Write tt through NATIONWIDE! 
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NATIONWIDE Group Department, 246 North High St., Columbus 16, Ohio 
Tell me more about your new expanding GROUP operation. 
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coverage, beyond the limits of your client’s present 
Group Life)...plus MAJOR MEDICAL coverage. 


MODERN COMMISSION SCHEDULES—with commissions 
paid on regular renewals for 10 years PLUS service re- 
newals...with a choice of graded or level commissions 
available to brokers. 


GOT A PROSPECT? Nationwide Group representatives are 
ready to give you fast, full, effective support...in pre- 
senting your story...in closing your sale. Mail the coupon 
below—see how you can profit from Nationwide’s ex- 
panding Group operation. 


ATIONW IDE 


MUTUAL INSURANCE COMPANY 
LIFE INSURANCE COMPANY 


home office: Columbus, Ohio 








mark...that Nationwide has 28 regional offices NAME 
and over 165 district offices ready to serve you! pers 
Get the full Nationwide Group story. Send city 


STATE. 





coupon for full details. See how you can profit 
from Nationwide’s streamlined program. 





I’m especially interested in [] Super-Imposed Group Life 
CL] Major Medical 
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Wanted: An Intention-Detector 


After being thought safely dead for 
the present session of Congress, the 
proposal to deny the interest deduction 
to the bank-loan type of life insurance 
purchase has popped up in a very 
lively way. The Treasury experts and 
the Mills subcommittee of the House 
ways and means committee were hav- 
ing so much trouble trying to draw a 
line of demarcation between bank- 
loan plans and the general run of pol- 
icy loans that the most astute life in- 
surance observers in Washington were 
almost completely convinced that 
nothing would be attempted at this 
session of Congress. But apparently 
unpredictability is still rife in Wash- 
ington. 

In a move that must arouse the ad- 
miration of the most experienced tax- 
‘avoiders, the Mills subcommittee 
seems to have evaded its responsibil- 
ity for defining the bank-loan type of 
transaction. Its recommendation to the 
full ways and means committee has 
been held under wraps but reports are 
that it is disturbingly fuzzy, coming 
no closer to definiteness than to deny 
the interest deduction where life in- 
surance is bought pursuant to a plan 
to pay premiums with borrowed mon- 
ey. 

The vagueness of any such wording 
would cause troubles without end for 
policyholders and for the life insur- 
ance business. It would leave in the 
Treasury’s hands far too much discre- 
tion as to what constitutes systematic 
borrowing. It could all too easily be 
the basis for harassing almost any pol- 
icyholder who found it necessary to 
borrow heavily on his policies to pay 
premiums. He could have plenty of 
trouble proving he didn’t have a dis- 
guised bank-loan plan, cunningly con- 
trived to seem like an unpremediated 
loan. 

This possibility will not seem far- 
fetched when you stop to think what 
an invitation to the sharpshooters such 
a law would be. Ingenious schemes 
would be worked out, designed to 
avoid being defined by the Treasury 
as “systematic borrowing.” Some 
would aim at safe, good-faith avoid- 
ance. Others would be rigged to give 
the color, but not the actuality, of 
avoiding the “systematic borrowing” 
definition. 

How far would conscientious agents 
have to go in eschewing references to 
possible use of loan values to pay fu- 
ture premiums? How sporadic would 
loans have to be to avoid looking like 
part of an evasive plan to use bor- 
rowed money and still not be subject 
to the Treasury’s ukase? 

By far the greatest sufferer would 
be the policyholder who had to prove 
to the internal revenue service that 
even though he had borrowed a lot 
on his policy, maybe up to the hilt, it 
was not part of a systematic plan. His 
task would be made additionally dif- 
ficult by the multiplicity of schemes 
designed to look casual but actually 
nothing of the sort and by the fact 
that not even the Treasury itself has 
been able to find objective criteria 


setting the bank-loan type of transac- 
tion apart from other policy loans. 

Use of so subjective a criterion as 
what the buyer had in mind when he 
purchased his policy is obviously ex- 
tremely unfortunate. Offhand we can’t 
think of another situation in which 
mere intent changes the status of a 
given action from tax-deductible to 
non-deductible. Even a deliberate in- 
tent to follow the less tax-costly of 
two courses has been upheld by the 
U. S. Supreme Court. True, an action 
taken in contemplation of death can 
have a different tax status from the 
same action taken without contempla- 
tion of death but even so, there are 
usually objective criteria, like extreme 
illness, which can give a pretty good 
indication of whether death was being 
contemplated or not. And _ even 
in contemplation-of-death situations 
the right outcome is all too frequently 
a matter of blind chance. 

Use of intent as criterion in denying 
income tax deductions for policy-loan 
interest opens up some _ fascinating 
possibilities. If this is the right road, 
how easy it will be to solve other 
and more pressing problems. Such as: 

—Put a prohibitively high excise tax 
on all alcoholic beverages bought with 
the intend of getting a glow on. Pur- 
chase of anything stronger than light 
wine or beer would be prima facie evi- 
dence of such intent. 

—Reduce lung cancer by a prohibi- 
tive tax on cigarets which the smoker 
intends to use at the rate of two packs 
or more per day. 

—Deny the depletion allowance for 
any mine or oil well bought in accord- 
ance with a plan of reducing your in- 
come tax. 

—Deny the right to capital gains 
treatment if you buy a stock with the 
intention of selling it later and taking 
a capital gain. 

—No deduction for interest pay- 
ments to finance a car that you intend 
to drive faster than the legal speed 
limits. Purchase of any car of more 
than 90 horsepower would be prima 
facie evidence of intent to violate the 
speed laws—besides being evidence 
that if you can afford a high-powered 
car you don’t need the interest deduc- 
tion, anyway. 

—Deny the deduction of local taxes 
and interest on a mortgage on your 
home if you bought it with the intent 
of using your tax deductions to help 
you prove shelter at lower cost than 
renting. Absence of a certificate of in- 
sanity would be regarded as prima 
facie evidence of such intent. 

But to return to the realities of the 
proposed bank-loan curb: Was it en- 
tirely wise to accede .quite so submis- 
sively to the Treasury concept that the 
bank-loan plan is a “loophole”? Was 
the hands-off policy influenced more 
than it should have been by a desire 
to see the abusers of the bank-loan 
plan get their comeuppance? Did jus- 
tifiable anger at the mis-selling, twist- 
ing and other abuses that have marked 
too many bank-loan sales result in 
failure to see clearly the dangers of 


—_— 
further restrictions on the right to qe. 
duct policy-loan interest in COmpUting 
income taxes? 

We yield to no one in our OPPosition 
to bank-loan abuses—or any other 
kind of mis-selling of life insurange 
But even if we were all to agree that 
the bank-loan plan is an invention of 
the Devil, it is still in order to question 
the wisdom of watching any part 
the policy loan interest deduction }, 
chipped away without putting Up a 
fight to save it. 

The real difficulty with trying 4 
make a special underprivileged cate. 
gory out of bank-loan plans is thy 
every tax advantage enjoyed by th 
bank-loan plan is also enjoyed by ey. 
ery other policy loan, except one made 
to purchase a single-premium op. 
tract. If the bank-loan plan is a loop. 
hole, then so are other tax-deductib 
policy loans. The difference is purely 
quantitative, like the purchase of 3 
house with a maximum mortgage anj 
maximum interest deduction as cop. 
trasted with a small mortgage and; 
correspondingly small interest dedur. 
tion. In fact, the Mills subcommittee’; 
bank-loan proposal would be a gooj 
precedent for a law disallowing inter. 
est on any mortgage that the buyer 
intended to keep as high as possibk 
instead of amortizing. 

Does concern about the future of ql] 
policy-loan interest seem like seeing 
bears under the bed? It does to thos 
who have expressed complete confi- 
dence that neither the Treasury nor 
Congress will ever do anything to 
jeopardize “normal” policy-loan inter. 
est. But there are others, including us, 
who are skeptical about such long. 
range trustfulness. As we've already 
mentioned, unpredictability seems to 
be a fairly predictable Washington 
phenomenon. No better _ illustration 
need be sought than the unexpected 
resuscitation of the bank-loan interest 
deduction denial proposal after it had 
been confidently consigned to limbo 
for this session. Anybody who would 
relax the defense of policy-loan inter- 
est—even a specialized form of it, like 
bank-loan interest—because he is con- 
vinced of the benign intentions of 
Congress and/or the Treasury in the 
years to come should ask himself if 
his long-range radar is really that 
trustworthy.—R.B.M. 


PERSONALS 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, will preside at 4 
June 4 luncheon meeting during the 
general management conference of 
American Management Assn. June 3- 
5 at Statler hotel, New York City. 


Howard Ennes, director of Equitable 
Society’s public health bureau, ad- 
dressed a meeting of Georgia Publit 
Health Assn. at Augusta. He discussed 
areas of public health that are undel- 
going evolutionary change. 


Fred A. Schultz, assistant secretaly 
of Unity Mutual Life of Syracuse, 
N. Y., was elected first national vice 
president of National Office Manage 
ment Assn. at its international col- 
ference and exposition in Los Angeles 


Frederick H. Groel, vice-presidet! 
and secretary of Prudential at the New 
ark home office, was a member of the 
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awards committee of Advertising Club 
of New Jersey which recently picked 
Ww. Paul Stillman, president of Na- 
tional State Bank of Newark, as “The 
Outstanding Citizen of New Jersey for 
1956.” 

Benjamin N. Woodson, president of 
American General Life of Houston and 
of Union National Life of Lincoln, Neb., 
have been named a member of the ad- 
visory committee for the University of 
Houston’s college of business adminis- 


tration. 


SHELDON P. MEDBURY, 59, assis- 
tant division group manager for Equi- 
table Society at Chicago, died. His 
home was in Wheaton, III. 











LESTER B. HELMS, 54, an account- 
ant for Lincoln National Life, died of 
a heart attack. He had been with the 
company for 31 years. 


JOSEPH M. RUANE, 32, Massachu- 
setts Mutual, Newark, was fatally in- 
jured in an accidental fall at Boston. 
He had been in the business for a year. 








General American Pays 
$73,246 for Persistency 


General American Life recently dis- 
tributed a record $73,246 in persisten- 
cy bonuses to 305 agents. The average 
of all the checks was $240, and the top 
10 checks, all for more than $1,000, 
averaged $1,567. The highest indivi- 
dual bonus was $2,382. Sixty-five 
agents received checks of more than 


Persistency bonuses are given over 
and above regular renewal commis- 
sions. Since 1936, when General Amer- 
ican Life first issued the bonus, the 
company paid out $759,950 in persist- 
ency awards. 





Orlando GAs Elect Hoche President 


Orlando, Fla., General Agents Con- 
ference has elected Philip A. Hoche, 
general agent of Kansas City Life, 
president; John W. Stiles, general 
agent of Volunteer State Life, vice- 
president, and W. R. Tomlinson, man- 
ager of Life of Georgia, secretary. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 21, 1957 













































Current 

Bid Asked 
Aetna Life 204 210 
Beneficial Standard ..........:.cccccccecesee 1812 
Cal.-Western States .......cccccccsesseeseees 8742 
Colonial Life 130 
Columbian National ..........:ccessee 81 
Commonwealth Life ....... 25% 
Connecticut General 290 
Continental Assurance 126 
Franklin Life 110 
Great Southern Life .........ccccccce 77 
Gulf Life 2834 
Jefferson Standard ou... 90 
Kansas City Life .... 1150 
Life & Casualty 2.0.0... 21 
Life Insurance Investors .........:..+ 15 16 
Life Of Virginia .0......cecseccsssesseesseeseeees 110 113 
Lincoln National ......ccccscccssssssesseecseeene 219 225 
National L. & A. ......... 93 96 
North American, Ill. oo... 1912 20% 
N. W. National Life oo... 86 89 
Ohio State Life oo... 270 275 
Old Line Life 56 60 
Republic Natl. Life . 37 39 
Southland Life 88 
Southwestern Life 106 
Travelers 8612 
United, Il. 25 
U. S. Life 32 
West Coast Life 4634 
Wisconsin National... 56% 58% 


FRATERNALS 


121 Fraternal Agents 
Get Quality Awards 
at Chicago Meeting 


Fraternal Insurance Counsellors 
Assn. met recently at Chicago where 
some 121 members of the association 
were given quality service awards. Of 
these 121 award winners, 86 produced 
$500,000 or more of fraternal life in- 
surance in 1956, and five of the 86 
wrote more than $1 million of business 
last year. 

The fraternal millionaires are Mrs. 
June L. Park, Oakland, Cal.; Donald C. 
Freiberg, Detroit; Osmar F. Christoph- 
er, Danville, Il., all of Aid Association 
for Lutherans, Herbert J. Mullen, 
Stoughton, Wis., Lutheran Brother- 
hood, and Clifford C. Halfhill, Tacoma, 
Wash., Maccabees. 

Minimum requirements for the qual- 
$150,000 of fraternal life insurance for 
ity service award is production of 
each of two previous years and a per- 
sistency rate of 90% or better. The 
awards were given only to those fra- 
ternal agents holding the Fraternal In- 
surance Counsellor’s designation. In 
order to receive the FIC designation 
and be a member of the FIC associa- 
tion, a fraternal agent must complete 
a basic and advanced training course, 
pass two examinations, and meet cer- 
tain production requirements. 








Lutheran Brotherhood 


Names 3 New Officers 


Lutheran Brotherhood has elected 
three new officers. They are Harold C. 
Hoel, Minneapolis, who was elected 
vice-president and associate director 
of agencies; Howard A. Johnson, who 
was named assistant vice-president 
and superintendent of agencies, and 
D. E. Lommen, assistant vice-president 
and director of education. 

Mr. Hoel joined Lutheran Brother- 
hood in 1933 at Seattle and was gen- 
eral agent there for seven years prior 
to transferring to the Minneapolis 
home office as assistant superin- 
tendent of agencies. He has been su- 
perintendent of agencies since 1950. 

Mr. Johnson, formerly an educator, 
joined the fraternal in 1950 as 
assistant superintendent of agencies. 
Mr. Lommen, also formerly a teacher, 
joined Lutheran Brotherhood as an 
agent at Clifford, N. D. in 1942. After 
four years as general agent at Bis- 
marck, he went to the home office in 
1949. 


Woodmen of World, Omaha, 
Passes $600 Million Mark 


Woodmen of the World, Omaha, 
topped the $600 million mark May 1 
with a total insurance in force of 
$601,806,143, an increase of $3,600,- 
000 since Jan. 1. Assets of the society 
have reached a record high of $209,- 
083,000, an increase of more than $2 
million so far this year. 





SHERMAN E. GRIMES, 75, former 
treasurer and honorary past president 
of Ben Hur Life Association, died at 
his home in Crawfordsville, Ind., after 
a heart attack. 








N. Y. CLUs Hear Economist 

Abraham L. Gitlow, professor of ec- 
onomics at New York university, dis- 
cussed the impact of economic trends 
on life insurance at a New York City 
CLU chapter luncheon meeting at 
Brass Rail restaurant, 40th street and 
Park avenue. 





Urge Attendance at 
Women’s Institute 
Aug. 26-30 at Purdue 


Invitations to attend the annual in- 
stitute for women agents Aug. 26-30 
at Purdue university are being sent to 
all female members of National Assn. 
of Life Underwriters. 

They are being sent by Thelma 
R. Davenport, Northwestern Mutual, 
Washington, chairman of the educa- 
tion committee of Women’s Quarter 
Million Dollar Round Table, which 


sponsors the project with the Purdue 
course. She also is writing members 
of General Agents & Managers Con- 
ference of NALU, asking them to pass 
along information to women agents of 
their acquaintance who are not NALU 
members. A third ietter urges mem- 
bers of the education committee to 
write or see personal friends, women 
in their own companies and women 
new in the business who would benefit 
from the institute. 





Puritan Life of Rhode Island has 
been licensed in California. 


FOR A BRIGHTER TOMORROW... 





yw with 





opportunity is REAL in our 


A new and modern contract; 
a liberal financing plan; a 
bonus on paid business for 
NQA winners and for those 
receiving CLU designations. 


For details, 


Write G. Frank Clement, Vice President 


in Charge of Agencies 


SHENANDOAH 


For the well qualified und. 


rapidly expanding Agency operati: 
We offer a definite plan for 
advancement in a fast growing, 

progressive company, plus... 
















Shenandoah Life 


Jnauramce Comp ONY 


Home Office + 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 





Roanoke, Virginia 














QUALITY .. . Our Heritage 














Our Policies os 
. Agency Openings 
Loss of Time The agent interested in Available 


Accident and Sickness 
e 


Hospital, Medical 
and Surgical 

e 
Non-Cancellable and 
Guaranteed Renewable 
to Age 65 
Accident and Sickness 


= clients and increase sales 


Major Medical Expense 
o 

Cancer and Specific 

Disease Expense 
e 

Franchise Group 

and Key man Loss 

of Time Plans 


portfolio. 


VELANGAS MUTUAL 


CASURATY COMPARN 


offering quality writes IIli- 
nois Mutual Casualty Com- 


pany policies. 


To meet the needs of your 


. . include these in your 





| in the following 
Arizona 
IHinois 
Indiana 
lowa 
Florida 
( Colorado 
Kentucky 
Michigan 
Minnesota 
Missouri 
{ Nebraska 
N 
Ohio 
Wisconsin 


We will welcome your inquiry 
concerning our complete — ar- 
rangements for a Direct Contract. 


HOME OFFICE 
411 Liberty 
Peoria, Hlinois 


WOW-ASSESSABLE, 
E. A. McCORD, President 
Dependable Accident, Sickness and Hospital Insurance Since 1910 
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Insurance Men Head | 
Seminars at Machine | 


10-PLUS IS 
A MUST ee0eee 





... for the small machine shop down the street, the 
radio-TV station on the hill, the real estate firm 
over at the center —all small, but big enough to 
share in the group hospital-surgical-medical ex- 
pense protection of one of Occidental’s seven new 
10-Plus plans. 


These plans provide big case benefits on groups of 
as few as 10 employees. Leading features are — 
¢ Optional benefits for malignancy and 
specified disabilities. 
¢ A flexible waiting period. 
¢ High maximums to $18 per day for hospital 
room and board, $500 for other hospital 
services and $350 for surgery. 


10-Plus is a must for the small businessman who 
wants big case benefits for his employees. 


A 


"A Star in the West 22° XX 





"WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 





Accounts Assn. Meet | 

Six insurance executives will par- | 
ticipate in the program of the annual | 
conference of National Machine Ac- | 
counts Assn. June 26-28 at the Conrad | 
Hilton hotel in Chicago. 

Joseph J. Puleikis, machine account- 
ing manager of W. A. Alexander & 
Co. of Chicago is conference exhibit 
committee chairman. Seminars will be 
conducted on premium billing and ac- 
counting by Harry Clark, general 
manager of machine _ accounting, 
United of Chicago; computer program- 
ing methods by Jack M. Ellis and 
Jerry Sivia of Continental; insurance 
rating and balancing by Myron G. 
Willke, superintendent of systems de- 
velopment planning and research of | 
State Farm group, and fire install- | 
ment accounting by Robert Zozaski, 
electronic programer of Hartford Fire. 


WATT RAY ATR ATER 
+ Benefit 
D Life Man 
4 


a’ SAYS: 


LIAMA Publishes Book on 

Knowledge Needed by Life Agents 
LIAMA spells out how much basic 

life insurance knowledge an agent 


e@ 

needs in a new book, The K Factor in 

Successful Selling. lannin 
This 104-page publication empha- 

sizes the value of knowledge in help- 


ing an agent sell, deal with objections, 

build confidence and prestige, con- oes mor 
serve business and avoid mistakes. e 
Written by William O. Cummings, 

senior consultant, and James L. How- 


ard Jr., staff editor, it includes a cap- | 
sule history of life insurance, methods | tI la 
for devising a step-rate policy and for | n ar 
figuring level and gross premiums. It 
ll > 99 
selling. 


also looks at basic policies and their | 
provisions and offers other informae | 
tion essential to an agent. 

It’s the first thing Mutual Benefit 
May 30-June 1, American Life Convention, i — i 3 
medical section, Lake Placid club, Essex Life ane learn that clients buy 














Convention Dates 
county, N. Y. 


May 31-June 1, Southeastern Actuaries Club, 
annual, Nashville, Tenn. 


nual, Del Monte hotel, Pebble Beach, Cal. 


missioners, annual, Haddon Hall, Atlantic 
City. 


June 5, Actuarial Club of the Pacific. semi-an- | 


June 10-14, National Assn. of Insurance Com- | 


' well planned life insurance—while 
_ unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 


intensive Home Office training 


June 12-15, International Assn. of A&H Under- 
writers, annual, Lowery hotel, St. Paul,| Programs are so popular, and why 
Minn. | d lik x 
June 12-15, Wisconsin Assn. of A&H Under-| §raduates like George A. Miller 













NORFOLK, VIRGINIA 46% 


Fascinating things to see and do! In Norfolk, the world’s 
largest Naval Base, such famous shrines as St. Paul's Church 
and the old Meyers House. Famed Virginia Beach is just 15 miles 
away and within easy driving distance there’s Williamsburg. 
Jamestown and Yciktown to enjoy. See Virginia now ancl 

stay at Norfolk's 


s 


WILLIAMSBURG 


hotel 


COMPLETELY AIR CONDITIONED 
TELEVISION . RADIO 














writers, annual, St. Paul, a. of Mansfield, Ohio, find 
June 15, Kentucky Life Underwriters, annual, | - a 
Brown hotel, Louisville. | success more quickly. The ability 
June 17-28, American Life Convention, life of- | e ‘ s 
ficers investment seminar, Beloit  college,/ to give sound, helpful service creates 

eloit, | e *h 

Cune 21-22, California Assn. of Life Underwrit- more clients than the ability to sell 
ers, annual, Sheraton Huntington hotel, Pas- | sae 
adena. | an unwilling prospect. 

June 24-26, Insurance Advertising Conference, 
annual, Spring Lake, N. J. 

cune 26-29, Federation of Insurance Counsel, | 
—. Waldorf Astoria hotel. New York | 

ity. 

June 27-29, Texas Assn. of Life Underwriters 
annual, El Paso. 

June 30-July 3, Million Dollar Round Table. 
Greenbrier hotel, White Sulphur Springs. 

July 25, American College of Life Underwriters, 
executive committee, New York Citv. 

Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress hotel. 
Victoria, British Columbia. 

Sept. 15-20, National Assn. of Life Underwrit- | 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sept. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. | 

Sept. 17, American College of Life Underwrit-. | 
ers, annual, Sheraton-Cadillac hotel, Detroit. | : 

Sept. 18, American Society of Chartered Life adie 
nderwriters, annual, Detroit. | h $ 

e 
Sept. 23, Fraternal Actuarial Assn., annual, | ri Mutual Benefit Life 


Statler hotel, Los Angeles. | Insurance Company, Newark, N. J. 
Sept. 23-25, Life Office Management Assn.. | 

annual, Shoreham hotel Washington D. C. 

Sept. 23-25, National Fraternal Congress of | 

America, annual, Statler hotel, Los Angeles 








Sept. 26-28, Life Advertisers Assn., annual, | 
Sheraton hotel, Philadelphia. | 

Cet. 7-8, Conference of Actuaries in Public | 
Practice, annual, Morrison hotel, Chicago. 

Gct. 7-11, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. i 


| 
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Mutual Benefit Has 
$4 Billion in Force 


Mutual Benefit Life has reached $4 
pillion of life insurance in force. 

The company passed the $1 billion 
mark in 1919, $2 billion in 1926 and 
$3 billion in 1951. The accelerating 
growth of life insurance in force re- 
flects the development of the industry 
in the U. S., President H. Bruce 
Palmer said. 

On the basis of ordinary life in force, 
Mutual Benefit ranks 13th in the U. S. 
in ordinary life in force and 12th in 
assets. At year’s end it had $1.6 bil- 
lion in investments, $3.9 billion in 
force and $1.6 billion in assets. Pre- 
mium income for the year was $138 
million. 

The company has been writing only 
ordinary life, but last fall announced 
I its intention to enter the group field. 
It is licensed in all states and District 
of Columbia. It has 80 general agen- 
cies. It was chartered in 1845. 


MASSACHUSETTS MUTUAL—To- 
tal sales in the first quarter were $235,- 
880,000, up 15%, and consisted of $199,- 
219,000 of ordinary and $36,661,000 of 
group. Yates-Woods agency at Los 
Angeles had the largest volume and 
Miller agency at Philadelphia showed 
the largest gain. Insurance in force to- 
taled $5,580,462,000, consisting of $4,- 
668,015,000 of ordinary and $912,447,- 
000 of group. Payments to policyhold- 
ers came to $45 million, $9 million of 
it in death claims. New investments 
totaled $67 million and yielded a gross 
4.64% interest rate. Of the total, $38 
million was in bonds and stocks at 
4.61%, $29 million in mortgage loans 
at 4.68% and $937,000 in real estate 
at 5.01%. 

GUARANTEE MUTUAL LIFE— 
Sales for the first four months of this 
year were up 48% over’ the same pe- 
riod in 1956 which was the previous 
record year for the company. April life 
sales increased an unprecedented 70% 
over April of 1956, making April the 
best of four outstanding months so far 
this year. 


INDIANAPOLIS’ LIFE—Sales_ in 
April were up 18% over April of last 
year. Leading individual producer for 
Indianapolis Life in April was E. F. 
Hall of San Antonio, while the top 
agency was the Kaufman agency of 
Shelbyville, Ind. 

JEFFERSON STANDARD—Sales in 
the first quarter totaled a record $63,- 
074,401, up 18.4%. Insurance in force 
climbed to $1,623,740,426, up $39,381,- 
973. Assets totaled $470 million. The 
company declared a cash dividend of 


MANAGEMENT 
CONSULTANTS = 


O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 


Queens Village 29, N. Y. 
Pe ee et 


a 
BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 


N. Madison Cartmell 
and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Insurance Company Managements 
159 East 49th Sp. New York 17, N. Y. 
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month” honors by leading the entire were up 26%. Life and non-can sales 


RECORDS 


25 cents per share, payable May 10 
to stockholders of record May 6. Be- 
cause the board will hold its next 
quarterly meeting Aug. 7 instead of on 
the usual July date, it also voted in 
advance a regular cash dividend of 25 
cents a share, payable Aug. 2 to hold- 
ers of record July 29. 

MIDLAND MUTUAL LIFE—Don H. 
Chanay has won the “man of the 


field force in April. It is the third time 
Mr. Chanay has qualified for this des- 
ignation. . 


a 


Union Mutual Life, A&S 


Sales Set New Record 


Union Mutual’s annual April sales 
campaign in honor of President Rol- 
land E. Irish resulted in record life 
and non-cancellable A&S sales. 

Combined life and non-can sales 


were 8.95% and 5.04% greater, re- 
spectively, than the best months on 
record. 

Individual leader was Charles T. 
Kingston Jr., manager at Hartford, 
who submitted 58 cases for $500,000 
total during the first week of the cam- 
paign. ; 

Agency leaders by group were Mid- 
town in New York City, Pittsburgh, 
Hartford, Montreal, Van Buren, Me., 
and. Grand Rapids, Mich. 

Mr. Irish observed his 23rd anni- 
versary with the company in April. 





BACHRACH 








good field men are made, not born! 


Believing this program to be second to none in its realis- 
tic approach to the requirements of the sales and field 
management jobs, we say that today 

Berkshire presents the greatest potential 

for personal growth in the industry! 


We have developed and are continually implementing for 
Berkshire’s career underwriters and field management a 
“track to run on” which is clear and straight in the direc- 
tion of success. 


Our sales training track was built with full understanding 
of the importance of knowledge and technical competence 
but places dramatic emphasis on the development of sales 
and self-organization skills. It is geared to the concept that 
the function of the field underwriter is to counsel and serve. 
It is implemented and expressed in Berkshire’s outstanding 
copyrighted sales tool, “Money When It’s Needed”. 


Our field management training program has also been care- 
fully planned to develop skills and techniques — in recruit- 
ing, selection, training and supervision. 


ERKSHIRE 
LIFE INSURANCE co. 
Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY « 1851 














NEWS OF LIFE ASSOCIATIONS — 


If Your Answer Is YES 
to the Following Questions... 


1. Would you like to be a member of a sales 
force whose average producer is earning 
at the rate of $18,750 per year? 


iad 


Would you like to be associated with a 
brand new insurance company which will 
exceed its goal of $25,000,000 individual 
life insurance in force at the end of its 
first twelve months of operation—whose 
Board of Directors, known and respected 
throughout the South, create sales. 


Would you like leads furnished to you by 
the Home Office—leads secured through 
an aggressive advertising program—leads 
that have resulted in sales in the majority 
of instances? 


4, Are you willing to work? 


Thon You Belong with.... 








One of the Fastest Growing New Companies in the 
Country—offering opportunities far exceeding the 
most optimistic expectations of sales personnel. 


Address all inquiries to: Mark Goode 
Executive Vice-President 
Bunkie, Louisiana 









Are you on 
the outside 


looking _ 
in? 
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Santa Barbara...Lake Louise a € 


..that’s our convention schedule ~ 
for this year and next. You can 
open the door to a Pacific National Life general 
agent career for yourself. When you do, you'll 
enjoy non-contributory pension plan and be able 
to offer top commission contracts to your agents. 
How about it? Why not write to: Kenneth W. 
Cring, Vice-President and Supt. of Agents. Do 
it Now! Travel on the winning team. 


Smee PACIFIC NATIONAL LIFE 
rc prrsurauce (Ce. 


Home Office: 411 East South Temple, 
Salt Lake City, Utah -:- Ray H. Peterson, Pres. 
Kenneth W. Cring, Vice-Pres. and Supt. of Agents. 
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Urges Agents to Combat 
Low Commission Trend 
with Business Coverage 


The best weapon “against the in- 
roads of mass selling of group insur- 
ance, ridiculous pressures for more and 
more volume even if it is the lowest 
premium, smallest commission form of 
term insurance” is selling life insur- 
ance to fit and solve needs, J. Russell 
Townsend, general agent, Equitable of 
Iowa, Indianapolis, told members of 
Evansville (Ind.) Life Underwriters 
Assn. at their May meeting. 

The speaker recommended the sale 
of business insurance as one way to 
combat the trend to low-commission 
forms, declaring that it is not neces- 
sary to be an “expert” to make the 
sale. “All of us have been victims of a 
considerable amount of hocus-pocus 
about business insurance,” he said. 
““We’ve been sold the idea that it is a 
field for only the self-styled experts. 
What is so much different about it 
than regular life insurance selling? 
After all, we are still selling life in- 
surance, and we are dealing with the 
life of a business.” 

The key to the business insurance 
sale are the letters L-O-S, Mr. Town- 
send said. They represent the three 
hazards any business faces: Liquidate, 
Operate, Sell. When an owner dies, the 
heirs face the choice of liquidating at 
a loss, trying to operate the business, 
with the hazard of being unable to 
make it go and losing everything, or 
the choice of selling, which is almost 
always for little more than the value 
of the fixtures and a cut price for in- 
ventory. 

“L-O-S is pronounced ‘loss,’” Mr. 
Townsend concluded, “and that’s the 
problem death or disability pose for 
every business man. It’s an easy story 
to tell because business problems are 
human problems. Any agent, not just 
the so-called ‘experts,’ can solve hu- 
man problems.” 





D. C. Assn. Elects 


Zimmerman President 


District of Columbia Assn. of Life 
Underwriters has elected Vernon R. 
Zimmerman, manager of Acacia, pres- 
ident to succeed Howard J. Riordan, 
Continental Assurance. 

Also elected were Thomas R. Buch- 
anan, New York Life, 1st vice-presi- 
dent, and William R. Tooker Jr., gen- 
eral agent of Berkshire Life, 2nd vice- 
president. Frank J. Carbo, associate 
manager of United Benefit Life, Jere- 
miah P. O’Donovan, Guardian Life, 
and William Spiker, manager of New 
York Life, were elected directors. 

Plans have been approved for a 
downtown office to be occupied by the 
association and D. C. Assn. of Insur- 
ance Agents. The association will join 
with D. C. CLU institute in establish- 
ing an insurance library in memory 
of the late T. Loehl O’Brien, who was 
with Massachusetts Mutual. 





Northern Montana Assn. 


Elects Saucier President 


Richard Saucier, Northwestern 
National Life, has been elected presi- 
dent of Northern Montana Life Un- 
derwriters Assn. at Great Falls, suc- 
ceeding Joseph Persha, manager for 
Equitable Society. Other officers elect- 
ed were Harold Rose, Northwestern 
National, vice-president; John Moore, 
New York Life, secretary, and Al 
Farmer, Equitable Society, treasurer. 
The Northern Montana association now 
has 77 members. 


Group Goes Too Far: 
Need Thrift: Nussbaum 


Group insurance has gone bey 
its original purpose and should be Te. 
placed by thriit in many iasiances, A 





should info 
possible abi 


will cost 
their insura 
ingly, Jame 





Jack Nussbaum, president of Nationa) 


Assn. of Life Underwriters and Mag] AS 


achusetts Mutual Life agent at Mil 
waukee, declared at a press interyj 
at the formal presentation of natig, 
quality awards to members of Los Ap! 
geles and Santa Monica Life Unde. 
writers Assns. Mr. Nussbaum, who Was 
the guest speaker, presented Plaques 
to 11 association members who hay¢ 
won the award 10 years or more. 

“Group insurance was intended x 
protection for the blue collar field, py; 
it got way beyond this. I think it js jy 
the best interest of the rank and fi, 
to plan their own estates out of they 
own thrift and initiative. I think ther 
is a great danger if we become ty 
paternalistic and stifle the desire to 4 
things through our own thrift,” he 
said. 


Ohio Life Assn. Names 


New Executive Secretary 


Mrs. Nona S. Titlow has been name 
executive secretary of Ohio Ass, 
of Life Underwriters, succeeding Hom. 
er Trantham, who resigned recent} 
after 12 years as secretary to devote 
his full time to law practice. Mr 
Titlow was formerly legislative secre. 
tary for Ohio Chamber of Con. 
merce. 


Organize New Agents 
Assn. at Glendive, Mont. 


Eastern Montana Life Underwriter 
Assn. has been organized at Glendive 
Officers are Joseph Hathaway, New 
York Life, president; Al Contrelli 
vice-president, and Kenneth Swanson, 
secretary-treasurer. 





EAU CLAIRE, WIS —Marilyn P. Eslinger. 
Connecticut Mutual, has been elected presideni 
of Chinnew Valley association, i 
Delos C. Nelson, Wisconsin Life. David J, 
Wiltrout, fincoln National, Chippewa Falls, 
was elected vice-president, and Larry L. Kuhl- 
man, North:vestern Mutuak Eau Claire, sec 
retory-tre2surer. 

KOKOMO, IND.—Commissioner Palmer ani 
Oren Pritchard, Union Central Life and sec 
retary of NALU, spoke at a joint meeting 
with the Logansport, Marion, Wabash and 
Argus associations. 


LANSING, MICH.—Lawrence B. Lindemer, 
chairman of the Michigan Republican state 
central committee and formally with the Hoo- 
ver commission for governmental reorganiza- 
tion, discussed the commission’s recommenda 
tions at a recent meeting of the Lansing as- 
sociation. He suggested that the Lansing life 
agents adopt a resolution urging congress t) 
expedite changes suggested by the Hoover 
commission. 








Says Automation Increases 
Need for Good Key Men 


Increased mechanization, automa- 
tion, electronic brains and similar de- 
velopments are increasing rather than 
decreasing the need for high-quality 
men, Eugene D. Badgley, special serv- 
ices director of Equitable Society, said 
in discussing key-man insurance at the 
May meeting of San Francisco General 
Agents & Managers Assn. : 

These developments in the economic 
picture is creating a vastly incre 
number of key jobs in industry 
commerce and the human life value of 
men occupying these positions is be 
coming greater with the passage of 
time, he said. 

Because of high taxes imposed upo 
salary increases in the upper brackets, 
Mr. Badgley declared that fringe bet- 
efits for key men will continue to be 
an important part of life insurance 
services in years to come. Defe 
compensation, split-dollar plans 
A&S coverage are adaptable tools t 
work out benefits of this kind, he sal 
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} Urges Medical People Vernet Tells Gotham Chicago Home Office Underwriters Elect 
to Inform Patients of Group How Mutual 


Medical Services Costs Introduced New Plans 
‘a “ Members of the medical profession Members of Gotham group of Life 
Tr; should inform patients as much as Insurance Advertisers Assn. met at 
>aum ossible about what medical services luncheon in New York City to hear 
ne beyonj will cost so they may make Russell V. Vernet, director of advertis- 
Uld be yf their insurance arrangements accord- ing of Mutual of New York, tell about 
siances, 4 ingly, James Andrews Jr., director of the planning which proceeded his com- 
sf Nationg health insurance of Life Insurance pany’s recent introduction of a new 
and Mag, Assn. of America and vice-chairman line of policy contracts. 
it at Mj of Health Insurance Council, told Ohio The audience was particularly inter- 
- intervie! State Surgical Assn. at its annual ested in the advanced planning and 
f nation, meeting in Columbus. preparation which preceded Mutual’s 
of Los Ang 12 this connection, Mr. Andrews announcement at a conference at the 
fe Under, cited the recommendation of Califor- Waldorf-Astoria hotel a few weeks 
1, Who was nia Medical Assn. that individual doc- ago. New sales material, national ad- 
| tors post fee schedules in their offices. vertising in magazines and newspa- 










d pl » ‘ 

who He noted also the development in Cal- pers, visual aids for training, a stag 

ore. 4 ifornia of a relative scale of surgical presentation by professional actors, 
yalues whereby each doctor, using his and a press conference arranged for 





tend : 
field own dollar standard, will have rela- newspapermen to meet Mutual’s ex- 
nk it is iaf tively the same scale of surgical val- ecutives were part of the promotion New and out-going officers of Chicago Home Office Life Underwriters Assn. 
K and fig ues as every other doctor. plans. are shown following the election meeting in May. In the first row, left to right, 


Elimination of surgical schedules Brief reports were heard from Wil- are Virginia Jecmen, Continental Assurance, new recording secretary-treasurer; 


es bs under major medical, instead of the liam Heimburg, New York Life; Henry Edna Giles Washington National, outgoing corresponding secretary, and Pat- 
COME {op contractual provision to pay any rea- Lloyd, Equitable Society; Gordon Hull, ricia Cotter, Continental Assurance, outgoing recording secretary-treasurer. 
sire tof Somme ne desirability Pi ade gous Postal Lite iiss ca-tite Athenee heise pote dete a uae a eee 
nrift,” Inj & predicting medical expenses. Paul Troth, New York Life, is chair- president; James Rasek, North American Life of Chicago, eceainiee, sew 
0 ons nian ‘charges will not be man of Gotham group. and Don Fairchild, Prudential, new vice-president. 

a determined by the presence of insur- ; - 

SE 

ing Hom.{ by the economic circumstances of the 


recentl;f patient and the skill, specialty and 
to devote] overhead of the providers of service. 
Ice. Mr Practitioners should recognize the fact 
ve secte-f that insurance does not increase the 
of Com ability of the patient to pay. The en- 
tire insured population is merely using 
its total existing capacity to pay to 
balance out among themselves the hills 
ont, and valleys of medical care expenses. 
erwri If the doctor raises his fees because 

iters rence 

Glendive§ °f the presence of insurance, he can 
ray, Ney| well defeat the entire insurance proc- 
Contrellif ess. 
Swanson, The small, regularly recurring med- 
ical expenses should not be insured 
because the policyholder would be 


“HAVE YOU HEARD—FIVE 
BILLION’SS THE WORD)!” 


. Eslinger, P A . 
d presidenif trading dollars with the insurance 


succeedine] company, and the company would be 
ewa Falkf taking out necessary overhead as the 
y L. Kuhl-} money passes through its hands. The 
Q deductible in major medical eliminates 
almer ani}? small claims, and, therefore, the dis- 
> and se-} proportionate administrative expense 
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With this battle-cry, . . selected in a Field-wide slogan 
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contest which we held recently, . . National Life Field 


1 the Hoof up to the benefit limit. 

soeand.( Mr. Andrews said there are a num- 
ansing a-} ber of influences affecting the devel- 
onan Fe opment of major medical and in a 
1e Hoover sense holding it back. He cited the 
reluctance of some unions and em- 
Ployers to endorse this coverage as 
pases | fringe benefit, attributing it in the 
| former case to a preference for full 
n payment protection. In the case of the 
automa- | employer, he is used to his old type of 


ilar de- J og a 
her than verage. Despite these deterrent fac- 
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We’re pretty sure they’ll make it. 
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BE ae 


EWR 7 when pioneers travelled by covered 
wagon, Equitable Life Insurance Company of Iowa 
was founded, and its agents started selling life 
insurance equipped with little more than a rate book. 





TODAY Equitable Life of Iowa provides com- 
plete sales kits based on field-tested procedures, in- 
cluding one on mortgage insurance. This kit, 
with a phonograph training record, contains 

Me all the materials needed to make a con- 
vincing mortgage insurance presentation. 







LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 









MILLIONS of PEOPLE 


The Sun Life of Canada, in 86 years of public service, has 


provided life insurance protection for millions of people. 


In 1956 the Company paid to policyholders and bene- 
ficiaries an amount exceeding $137 million, bringing to 
$3.1 billion total benefits. paid out since the first Sun Life 


policy was issued. 


Over seven billion dollars of life insurance 


in force. 


SUN LIFE ASSURANCE COMPANY 
WORLD wive OF CANADA 


HEAD OFFICE 


SERVICE MONTREAL 











E. Clare Weber, 
(left) general 
agent of New Eng- 
land Life at Cleve- 
land, is shown re- 
ceiving the presi- 
dent’s trophy from 
President O. Kel- 
ley Anderson in 
ceremonies mark- 
ing the first time 
an agency has won 
the award twice. 
The agency was 
cited for its serv- 
ice to policyhold- 
ers and its meth- 
ods of recruiting 
and training. It 
sold $1.6 million a 
month last year, 
had $134 million 
in force at year- 
end and _ ranked 
sixth among agen- 
cies in the produc- 
tion of new busi- 
ness. Sixteen 
agents are mem- 
bers of Leaders 
Assn. and six have 
written more than 


$1 million in a year. The agency maintains seven district offices. 














HII Offers Filmstrip 
on Public Relations 


A new filmstrip on public relations, 
“People Are Our Business,” is now 
available to insurance companies on 
a free loan basis from Health Insur- 
ance Institute. 

“People Are Our Business” had an 
advance showing at the first annual 
group forum sponsored by Health In- 
surance Assn. of America at Chicago 
early this year and was_ shown 
again at HIAA’s annual meeting in May 
in Washington as part of a public 
relations forum presented by the insti- 
tute. 

The filmstrip is intended to be 
shown to insurance executives, staffs 
and representatives. It demonstrates 
that all who work in the health insur- 
ance field represent the business in 
the eyes of the public, and that the 
public attitude toward the insurance 
business is determined by how every- 
one performs service to the public on 
their behalf. Another reason for pre- 
senting the filmstrip is to suggest that 
public relations—a continued and 
long-range program—is the responsi- 
bility of top management of each com- 
pany working in the field of health in- 
surance. 

Through the individual experiences 
of four different persons, the film- 
strip examines typical attitudes these 
people have toward health insurance. 
Because of the service, information, 
and misinformation each has received, 
their opinions are mixed, varying 
from favorable to undecided and irri- 
tated. When good service and correct 
information reaches them, however, 
their attitudes toward health insur- 
ance and insurance companies, which 
in their eyes are the same, undergo 
a change, and a favorable climate of 
opinion is established. The filmstrip 
describes the role of Health Insur- 

ance Institute as the central source of 


information for the public on behalf 9 
the insurance companies, and its fune. 
tion of constantly providing informa- 
tion to the public on the work of the 
business. 

The 86-frame filmstrip, produced 
for the institute by Henry Straus. 
Inc., New York, runs for 9% minutes 
and comes with a 16-inch record. 4 
discussion guide is provided for the 
person handling each showing, and 
leaflets for each audience member can 
be had upon request. Information on 
scheduling can be obtained from the 
institute, 488 Madison avenue, New 
York 22, N. Y. 





150 Wisconsin Doctors Attend 


NW Mutual Centennial Lunch 


Some 150 Northwestern Mutual Life 
medical examiners from every part of 
Wisconsin shared in the company’s 
centennial year observance recently at 
a special luncheon in their honor at 
the home office in Milwaukee. Edmund 
Fitzgerald, Northwestern Mutual pres- 
ident, and Dr. Gamber F. Tegtmeyer, 
company medical director, addressed 
the doctors, who took time off from 
the annual meeting in Milwaukee of 
the Wisconsin Medical Society in order 
to participate in the luncheon. 


40% of NSLI Policies Converted 


Nearly 40% of national service life 
insurance policies now in force have 
been converted from term to perman- 
ent plans, as against 30% five years 
ago and 21% 10 years ago. 

More than 2.1 million of 5.4 million 
policies in force at the end of Febru- 
ary were permanent, the most popular 
being 20-pay life held by 963,000 vet- 
erans. Ordinary and 30-pay life were 
next, with more than 400,000 veterans 
for each. A total of 2,221 veterans 
have paid-up insurance. 








Manhattan Life has been licensed in 
Louisiana and Arkansas bringing to 
25 the number of states to which it 1s 
admitted, plus District of Columbia and 
Alaska. 














CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 







John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 
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FIELD CHANGES 





Aetna Life 

Thomas P. Williams Jr. and E. A. 
Ostedgaard have been promoted to as- 
sistant general agents at Little Rock. 
Mr. Williams joined Aetna at Little 
Rock in 1946 and subsequently was 
appointed supervisor. Mr. Ostedgaard 
igined the company as a supervisor at 
Little Rock in 1947. 


Occidental of California 


Occidental Life of California has ap- 
pointed Elmer E. Lignoul as assistant 
branch manager at Dallas. He has 
been with Connecticut Mutual Life at 
Dallas for the last eight years. 


Lutheran Mutual 

Melvin W. Babbitt has been ap- 
pointed California regional develop- 
ment director for Lutheran Mutual 
Life. With the company since 1946, 
Mr. Babbitt lives at South Gate, Cal. 


Old Republic Life 

Paul B. Strom has been appointed 
superintendent of agencies for the 
eastern division of Old Republic Life 
at Greensburg, Pa. Mr. Strom former- 
ly was assistant general agent at Pitts- 
purgh for Aetna Life. 


All American Life & Casualty 
Roy R. Simon has been appointed 
general agent of 
Youngstown, O., 
and _—_ surrounding 
area for All Amer- 
ican Life & Casu- 
alty of Chicago. 
Formerly with 
Midland Mutual 
Life and Mass- 
achusetts Indem- 
nity & Life, Mr. 
Simon has nine 
years of sales and 
supervisory ex- 
perience in the 
A&S and life 
fields. 


Manhattan Life 





Roy R. Simon 


Joe E. Daniels 
has been appoint- 
ed general agent 
in San Antonio, 
with offices in the 
Milam building. In 
sales work for 
several years, he 
was with Pruden- 
tial in Houston be- 
fore joining Man- 
hattan Life. 





«<a 


J. E. Daniels 


New York Life 


William D. van Ingen has been ap- 
pointed brokerage supervisor at Phil- 
adelphia. He has been with New York 
Life in Philadelphia for four years. 


Mutual of New York 


A. Denk Weitnauer and Donald E. 
Lagarde Jr. have been named broker- 
age supervisors in Atlanta and New 
Orleans, respectively. Mr. Weitnauer 
entered the business with Mutual in 
Atlanta in 1954. Mr. Lagarde joined 
the company in 1952 and was pro- 
moted to assistant manager in 1954. 


Mutual Trust Life 


Leroy V. Dupre’, regional manager 
for Mutual Trust Life’s west coast op- 
eration, has established regional offices 
in the Seattle area at 112 Third street, 
Edmonds, Wash. Mr. Dupre’ joined 
Mutual Trust in 1955 as an agent at 
Kankakee, Ill., and in 1956 joined the 
home office staff as regional manager. 

In another appointment, Mutual 
Trust Life appointed Donald M. Crouch 
as its new general agent at Indianapo- 


lis with offices at 1105 Prospect street. 
Mr. Crouch has considerable experi- 
ence in life business, both as an agent 
and as a manager. 


Bankers Life of lowa 


Floyd L. Maxham, Denver agency 
manager, has been named manager at 
San Diego, replacing John H. Goodwin, 








Floyd L. Maxham R. T. Rutherford 
who will devote his time to personal 
production in the agency. Mr. Max- 
ham joined Bankers Life in 1948 at 
Los Angeles and became field super- 
visor of the western agencies in 1951 
and manager at Denver in 1954. 
Succeeding Mr. Maxham at Denver 
is Richard T. Rutherford, who has 
been field supervisor at the home of- 





J. C. Griffith 


Thomas W. Wolfe 


fice since 1955. He joined the compa- 
ny as a Special agent in the Denver 
agency in 1953. 

J. C. Griffith has been appointed to 
replace George H. Bonsal, who has 
resigned as manager of the Harris- 
burg agency. Mr. Griffith has been 
a field supervisor since 1955, having 
joined Bankers Life in 1950 as a spe- 
cial agent in the Mason City (la.) 
agency. 

Thomas W. Wolfe has been named 
agency manager at Decatur, IIl., suc- 
ceeding C. C. Clouse, who is relin- 
quishing management: duties after 20 
years there but will continue with the 
agency. Mr. Wolfe joined Bankers Life 
as a member of the home office sales 
unit in 1953 and was named a field 
supervisor in 1956. Mr. Clouse came 
to the company as salesman in the 
Des Moines agency in 1928 and was 
named supervisor there in 1931. 

Stanley L. Brotherton, group rep- 
resentative in the Los Angeles group 
office, has been promoted to regional 
group manager at a new group office 
in San Diego, serving that territory 
and Arizona. 


Travelers 


William L. Brennan and George H. 
M. Rountree Jr., district supervisors at 
St. Louis and Boston, respectively, 
have been named regional group su- 
pervisors. Mr. Brennan will supervise 
group operations in Dallas, Houston, 
San Antonio, Lubbock, Oklahoma City, 
St. Louis, Kansas City and Wichita, 
with headquarters in St. Louis. Mr. 
Rountree will supervise group opera- 
tions in Boston, Providence, Worcester, 
Manchester, N. H., Portland, Me., Mon- 
treal, Ottawa and Quebec City. 

Wayne E. Deswert, Newark, and 
Eugene R. Alldredge, Fresno, have 
been named field supervisors. Agency 
service representatives appointed are 
Robert F. Irwin, San Diego; William 





U. Copeland, Hartford; Robert K. 
Brown, Grand Rapids; David A. Crock- 
ett Jr., Fresno; Robert L. Radcliffe, 
Providence; Gordon E. Causey, New 
Orleans; Daniel G. O’Leary, Columbus, 
O., and James N. McCarley, Dallas. 
Assistant managers transferred are 
Kingston E. Eversull from Jackson 
Miss., to New Orleans; John W. Lewis 
from St. Louis to Shreveport; Carl J. 
Adams from Little Rock to Jackson, 
Miss.; Alexander E. Beddow from San 
Antonio to Corpus Christi, and James 
D. Bostic from Nashville to Wheeling. 
Delmar B. Cessna, agency service 
representative at Cleveland, has been 
transferred to Kansas City in the same 


capacity. 
The headquarters of Howard D. 
Lichty, field supervisor, has been 


changed from Omaha to Lincoln. 


Connecticut General 


James G. Davis has been named as- 
sistant manager at Chicago. He joined 
Connecticut General in 1955 and has 
been a technical consultant to general 
insurance men. George Graves, staff 
assistant at Los Angeles, has been pro- 
moted to assistant manager there. He 
joined the company in 1953 at Santa 
Barbara. Daniel E. Moon has been ap- 
p2inted staff assistant at Los Angeles. 
He joined the Los Angeles staff in 


1954. Harold B. Nelson has been ap- 
pointed assistant manager at Newark 
branch. He has been at Newark since 
1951. Arthur Bradley has been named 
staff assistant at Scarsdale, N.Y. He 
has been with the company since 1954. 


Northeastern Life 


Samuel S. Misrok has been named 
general agent of Northeastern Life in 
Brooklyn. He entered the business 
with Metropolitan Life in 1946 and be- 
come an independent agent in 1952. 


John Hancock 


Jack E. Bell has been named gener- 
al agent in Tampa, Fla., with offices 
at 308 Tampa Street building, suite 
330. Mr. Bell has been at Columbus, 
O. He began his career with John 
Hancock in 1940, becoming supervisor 
in 1949 and assistant general agent in 
1952. He is past president of Akron 
Assn. of Life Underwriters and past 
vice-president of the Ohio association. 


United States Life 


Maurice Trager, who heads M. Tra- 
ger Associates at 2023 North 7th 
street, Phoenix, has been appointed a 
general agent. Before joining United 
States Life, he had been primarily a 
broker handling general insurance 
lines. 
























The difference between a job and a career is an 
attitude of mind. This attitude, we believe, is vital 
to the ultimate success of a life insurance sales- 
man. Before he is even considered for a place in 
the Cal-Western Life organization, the prospective 
agent must demonstrate a capacity for what we 
like to call a “career attitude”. The continuing 
encouragement and development of this attitude 
is an essential part of our “You, Inc.” training pro- 
gram, and our philosophy of management. 


THE 


lestern Life Agent 


.-. trusted advisor! 
.-.- partner in plans 
for tomorrow! 


CALIFORNIA-WESTERN STATES LIFE INSURANCE COMPANY 


Home Office: Sacramento 
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5-Year 10% Survival Rate Not Good Enough 


(CONTINUED FROM PAGE 6) 





to men who should remain in the life 
insurance business as salesmen? Or 
maybe by holding out this plum to 
more men than we have management 
jobs to fill, thus making them impa- 
tient?” 

Comparing the production of the 
group of 100 agents appointed in 1950 
as against a group of 100 recruited in 
1933, Mr. Metzger said it was found 
that the production of the 100 inex- 
perienced, financed agents appointed 
in 1950 was about twice that of the 
1933 group. Even allowing for the in- 
flation in the dollar volume due to 
term insurance, this represents a siz- 
able increase, Mr. Metzger pointed out, 
but questioned whether it is a satis- 
factory increase. It represents an av- 
erage sale in the fifth year (1954) of 
$315,400. 

“Are we satisfied with the income 
represented by a volume $315,400 at 
the end of five years?” he asked. 

Mr. Metzger also pointed out that 
while personal income increased 482%, 


life insurance sales in general in- 
creased only 239% and the five-year 
production of the 100 men recruited in 
1950 increased only 198% over their 
opposite numbers hired in 1933. 

“Why was life insurance unable to 
capture more of the post-war dispos- 
able income and savings than it did?” 
he asked. “In fact, why, during the war 
years themselves, when consumer 
goods were drastically curtailed, was 
life insurance unable to bring the av- 
erage life insurance protection owned 
by family heads to a total more com- 
mensurate with family needs? 


e e - 

“Maybe one of the answers is that 
during the war many men were in 
uniform and not easy to contact. The 
obvious answer was to contact the 
women, but have we ever really set 
out to capture the women’s market— 
wives or career women? Is this per- 
haps an answer to more extensive 
family and individual life insurance? 
Do we really know how to sell women? 
Are we ignoring their use as salesmen 








Her: is an enthusiastic supporter of Manufacturers Life’s 
G.M.P. — a special plan designed to please the careful buyer who 
wants substantial lifetime protection for a guaranteed low outlay. 
G.M.P. is a “special” only in terms of the minimum policy of 
$25,000. It’s available to both standard and substandard risks and 
to all ages to 80. Commissions are at the regular rate. 
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in the face of a dwindling labor sup- 
ply? 

“Are we taking full advantage of 
marketing research? Are we using the 
most up-to-date consumer motivating 
appeals? Are our objective and plans 
geared to a knowledge of what the 
public expects of insurance? Is our 
training focused sharply on the results 
of this market research and adequate 
when judged against the standards of 
today’s needs? Are we raising our 
salesmen’s sights sufficiently? Are we 
training them not to judge their pros- 
pect’s needs by the state of their own 
finances?” 

Mr. Metzger said the life insurance 
business may be allowing its agents to 
take the easy way to quick sales, re- 
sulting in less premium income and 
lower commissions. 

“Are these lower commissions, in 
some cases, preventing us from reduc- 
ing our termination rate?” he asked. 
“Are we taking cognizance of the hid- 
den costs of turnover, and the training 
of terminating and marginal agents— 
the high cost of supervising and mo- 
tivating men who, in many cases, 
should never have entered the life in- 
surance business?” 

There is a need as never before to 
carefully analyze territories, to deter- 
mine their characteristics, said Mr. 
Metzger. 

“What is the population?” He con- 
tinued. “The income? Are there defi- 
nite income groups or a rather general 
over-all average income? What does it 
mean in terms of sales potential? Are 
we in an industrial territory, a rural 
territory, an urban center, or some- 
thing in between? Are there definite 
nationality groups? What is the right 
type of man to serve each group?” 


Having analyzed the market and de- 
termined its sales potential, the com- 
pany must then decide how much of 
the market it wants for itself. How 
much production is it getting now and 
where does it want to stand in 10 
years? There should be a long-term 
and a short-term plan to achieve ob- 
jectives. These objectives are then 
translated into manpower needs per 
year, not only for agents but for train- 
ers, supervisors and office personnel. 

The company must’ determine 
whether its centers of influence are 
adequate in the light of manpower 
needs over the next few years. Per- 
haps additional centers should be cul- 
tivated. Has the company adequately 
described the type of man it is looking 
for so that centers of influence can 
have a clear picture of the kind of 
man being sought? 

The company should also ask itself 
what have been its most successful 
sources of new men and whether pres- 
ent economic conditions and personnel 
shortages change these sources signif- 
icantly. 

Other considerations are the use of 
psychological and other aptitude tests, 
the age of the agency force, and 
whether the company is recruiting and 
selecting to take care of its normal 
termination rate. Is it selecting for 
group acceptance and individual social 
“belonging” of the new man? 

Human relations and communica- 
tions are important, Mr..Metzger said. 
Also to be considered are new mer- 
chandising trends, including the new 
kind of competition both within and 
outside the life insurance business. In- 
side the business there is the price 
competition of special policies and 
mass coverage with individual jumbo 
amounts. More term insurance is being 
sold. In planning long-range objectives 
all these things must be taken into 





Edmund L. Zalinski (right) is we}. 
comed by President John A. Diemang 
of North America during a reception 
for Mr. Zalinski at Philadelphia head. 
quarters. Mr. Zalinski, former vice. 
president of John Hancock, has as. 
sumed his new duties as executive vice. 
president and a director of Life of 
North America. He is chief executive 
officer and a member of the executive 
committee of the life company, which 
was incorporated last autumn as 4 
wholly-owned affiliate of North Amer. 
ica. 








consideration. Should the company 
adopt some of them and incorporate 
them into its plans? Are the new tech- 
niques of merchandising a passing fad 
or are they here to stay? Many of 
these questions relate to the type of 
man a company will hire and the 
market that it will exploit in the next 
few years. 





Johnson Tells About 


New Insurers’ Problems 


(CONTINUED FROM PAGE 6) 
which would serve to modify the vio- 
lent changes in year-to-year carrying 
values of common stocks. He also 
urged a more effective plan for han- 
dling life company reserves for such 
securities. 

The value of electronic computing 
machines to the life insurance office 
was described by Glenn O. Head, vice- 
president and actuary of United States 
Life. In the future, successful life 
company operation will require a well 
planned computer prograni, he said. In 
the insurance business, which is grow- 
ing more competitive every day, the 
kind of service a computer can furnish 
will become necessary for survival. 


Thomas M. Flaherty, manager of 
A&S underwriting of New York Life, 
called attention to the trend in the 
expansion of voluntary health insur- 
ance in the last 15 years and in par- 
ticular since 1951. He cited the recent 
efforts of the industry to provide cov- 
erage for older people by extension of 
issue-age limits, introduction of life- 
time coverage, policies paid up at age 
65 and experiments in _ continuing 
group coverage to retired persons. Oth- 
er recent developments described by 
Mr. Flaherty included introduction of 
the deductible in hospital expense pol- 
icies, rapid growth of major medical, 
increasing numbers of companies of- 
fering substandard A&S and noncan- 
cellable and guaranteed renewal pol- 
icies. 

Andrew M. McCullagh, job analyst 
of Prudential, discussing job evalua- 
tion, said business and industry have 
recognized job evaluation as an effec- 
tive technique and the very foundation 
of a sound salary program in any com- 


pany. 





American Bankers Life cf Miami has 
opened a new home office at 600 
Brickell avenue. 
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Urges Self-Policing of Family-Plan Ills 


(CONTINUED FROM PAGE 1) 





oo 
in Bloomington that the family plan 
“destroys the juvenile market.” 

However, Robert Davis of Evansville 
opined that “it’s not the plan itself 
put the ethics of how it is handled” 
that causes the trouble. He said an 
Evansville CLU had told him of a pol- 
icyholder giving up a 15-payment pol- 
icy in its 14th year to buy a family 
policy. 

Another member said one tactic of 
agents selling family plan policies is 
to “use the family plan as a lever to 
get the first premium and then tell 
the new policyholder that he doesn’t 
need his old policies.” 

E. E. Verdon, manager of Life of Vir- 
ginia at Evansville and _ retiring 
president of the state association, said 
he would be willing to offer to Mr. 
Rutherford documentary evidence of 
policies lapsed because of being re- 
placed by the family plan. He said 
that the smaller Indiana associations 
are composed mostly of weekly pre- 
mium agents and “they are getting 
hurt most.” 

John Eggert of Hammond said that 
in cases of trouble the issuing com- 
panies should be blamed for putting 
the policy into the agents’ hands and 
telling them they have to sell it. He 
suggested that the commission made 
on the sale of a family policy should 
go, upon proof, to the agent whose 
policy was lapsed after the family 
plan sale was made. 

Leon Lawhead, general agent Na- 
tional Life of Vermont, Indianapolis, 
commented: ‘“‘We have an opportunity 
to show that we have an interest in 
the combination man. We must assure 


local associations that we are not go- 
ing to stick our heads in the sand.” 
He suggested that the state associa- 
tions ask the local units for cases in 
which policies had been replaced by 
the sale of family-plan policies. 

The practice of writing group insur- 
ance without payment of a producer’s 
commission was denounced and at Mr. 
Pritchard’s suggestion the association 
passed a resolution to send to NALU 
to present to all state insurance com- 
missioners. The discussion was set off 
by the Southwestern Bell Telephone 


GAMC Membership Passes 
5,000 Mark by Mid-May 


This year’s membership in General 
Agents & Managers Conference of Na- 
tional Assn. of Life Underwriters to- 
taled 5,006 by mid-May, 30% more 
than at the same time last year, ac- 
cording to L. V. Drury, Sun Life of 
Canada, chairman of the membership 
committee. 

Mr. Drury, vice-chairman of GAMC, 
predicted that membership will reach 
6,000 by the annual meeting in Sep- 
tember. Fifty local associations have 
more members so far this year than 
they had at year’s end. This year, for 
the first time, each association presi- 
dent was a member of the national 
membership committee. 

Closely tied to the expanding inter- 
est in GAMC is an increase in its 
service to local associations and indi- 
vidual members, according to Donald 
A. Baker, executive director of GAMC. 











The William J. Nelson Jr. agency of 
Massachusetts Mutual Life at Milwau- 
kee has moved to the Bockl building 
at 2040 W. Wisconsin avenue. 





aw Worthwhile and, Rewarding Caner 


Woodmen of the World offers 
the most liberal contract 
available, anywhere! 








The Woodmen representative receives high 
first year and high renewal commissions. 
He has Woodmen’s advantage of selling 
insurance at cost. That's why basic 
rates on Woodmen certificates are low! 










For full details, write: 


T. E. Newton, Field Manager, 
Dept. 4-WNU 

Woodmen of the World, 
Insurance Blidg., 

Omaha 2, Nebraska 


Unlimited Free Treatment for Pulmonary Tuberculosis 


WOODMEN :. WORLD 


LIFE INSURANCE SOCIETY 


Home Office: 1708 Farnam Street 
Omaha 2, Nebraska 
World's Financially Strongest Fraternal Benefit Society 





Co. case. The matter has disturbed 
the Indiana association because it 
fears the possibility of a similar inci- 
dent in the state. 

‘Mr. Pritchard declared that any com- 
pany writing ex-commission in Indi- 
ana would be placing its license in 
jeopardy. 

“Such a practice is illegal from the 
standpoint of rebate and discrimina- 
tion,” he said. “Commissioner Palmer 
can make it stick.” 

The association received a _ report 
that the “double-dollar” plan, under 
which savings account depositors are 


group-insured for an amount equal to 
their savings accounts, was being sold 
in Hammond, South Bend, and Ft. 
Wayne. W. Robert Byers, Ft. Wayne, 
reported that the association here had 
drafted a resolution opposing the way 
in which this business was being han- 
dled and sent it to the local banks. 
The banks now have changed their 
pitch to advise people to see their life 
insurance agents first—that the dou- 
ble-dollar plan does not replace their 
life insurance needs. 

No formal action was taken by the 
state association on this matter. 
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Bankers National Life 
has the prescription! 


NO REDUCTION IN COMMISSION 


BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon below 
and get your all-in-one pre- 
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values and sales track. 
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Republic National Life 


W. N. Stannus has been named 
vice-president in charge of reinsurance 





of Republic Na- 





IMMEDIATE MANAGEMENT 
OPPORTUNITY 


Recent expansion into Georgia, Florida and Alabama provides excel- 
lent management opportunities for qualified men. Our sound, progres- 
sive company offers modern sales plans, up to date merchandising, 
excellent agent training program, career contracts. 


If your present opportunities are limited and if you feel you 
can qualify, write Box U-60, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


Excellent opportunities in many other Southeastern 


and Western States. 


tional Life, filling 
a vacancy created 
by the death in 
April of Roy M. 
Wehrle. In insur- 
ance for many 
years. Mr. Stan- 
nus formerly was 
resident vice- 
president for Re- 
public Nation- 
al at Little Rock. 
He will now head- 
quarter for the 
company at the 
home office in 
Dallas. Mr. Stan- 
nus is a charter 
member of Actuaries Club of the 
Southwest and was formerly secre- 
tary-treasurer of that group. He also 
formerly was a board member and ex- 
ecutive committee member of National 
Assn. of Life Companies. 

In another Republic National ap- 
pointment, John Thomas has_ been 
named special reinsurance represen- 
tative to assume the duties of George 
Van Fleet who is taking over reinsur- 
ance field duties. Mr. Thomas formerly 
was in the underwriting and planning 
divisions. 


First Colony Life 


W. N. Stannus 








GENERAL AGENCY OPPORTUNITY 
PITTSBURGH, PA. 


Pan-American Life Insurance Company of New Orleans has an 
opening for a qualified man to assume the responsibilities of General 
Agent of our Pittsburgh, Pa., territory. He should be well acquainted 
with Pittsburgh and surrounding areas. 


Because of we health, L. S. Brown, who so ably served as Pitts- 
burgh General Agent for Pan-American over the past 45 years, is 
retiring—thus making this opening available. The Company has more 
than $28 million of insurance in force in Pennsylvania. 


Send complete resume and photo in complete confidence to Vice- 
President & Agency Director, Pan-American Life Insurance Company, 
New Orleans, La. 


S. E. Allison has been appointed 
management consultant of First Colo- 
ny Life. He has been vice-president 
and actuary of Life of Georgia and 
Pan-American Life and _ previously 
was with New York Life and Canada 
Life. He has been actuary in the Ten- 
nessee and Rhode Island departments 
and is a fellow of Society of Actuaries. 


Aetna Life 


James A. Ballew has been appointed 
editor of the Life Aetna-izer, national 
monthly magazine of Aetna Life. For 
the past five years, he has been editor 
of Manager’s Magazine and District 
Management, LIAMA publications. He 
previously was assistant editor for 
three years of Protection, magazine 
of Travelers. 











AGENCY MANAGER ' 

One of the nation’s oldest and largest life insurance companies has open- 
ings in several major cities throughout the United States for men who 
are qualified to assume the position of Agency Manager in an established 
agency. We are interested in building large agencies. The requirements 
are: 

1—Successful experience in agency field management; 

2—Married, between ages 28-40; 

3—College education (or, evidence of its equivalent in the form of 

CLU Training or other professional education). 

The position carries with it a substantial starting salary—$10,000 and up, 
depending upon qualifications. Supervisory assistance is provided at 
Company expense. In addition, there is an expense account and excep- 
tional pension and group insurance benefits. All of our Field Management 
personnel know of this ad. For a personal interview, write, giving full 
particulars to Box U-51, c/o The National Underwriter Co. 175 W 
Jackson Blvd., Chicago 4, IIl. ; 


American General Life 


Paul M. Smith Jr., director of pro- 
motion for Life Underwriting Train- 
ing Council, has been named executive 
assistant to Benjamin N. Woodson, 
president of American General Life 
and of Union National Life. Mr. Smith 
joined LUTC as administrative assis- 
tant in 1953 and in 1955 was promoted 
to director of promotion. Before going 
with LUTC he was with Common- 
wealth Life and State Life of Indiana. 
In his new job, Mr. Smith will head- 
quarter at the American General home 
office in Houston but will devote most 
of his time to the affairs of Union Na- 
tional Life of Lincoln, Neb. 











HOME OFFICE LIFE 


GROUP ACTUARY OPPORTUNITY 


TO AN AGENCY VICE-PRESIDENT 





TO GROW WITH CANADA! 


IF you have an F.S.A. plus ten years' expe- 
rience in a Life Insurance Company; 


IF you have some knowledge of Group Annu- 
ity and Group A. and S. operations; 


IF you are between age 35 and 45; 


IF you are willing and able to carry the re- 
sponsibility of a senior position in a rapidly 
expanding Canadian Life Insurance Company 
which is sharing in Canada's phenomenal eco- 
nomic expansion— 

THEN you are invited to investigate this op- 
portunity by contacting BOX U-32, c/o The 
NATIONAL UNDERWRITER Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 


All replies will be treated in strict confidence. 


Our Actuarial staff have been advised of this 
development. 





As the Agency Director of a midwestern 
Life and A&H Company now expanding 
into the agency field. Youth is no handicap 
if you have had some experience in the 
development and supervision of agents. If 
you are ambitious to make the most of an 
unusual opportunity and are looking to the 
future write Box U-64, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


Am presently general agent in large agency 
($60 million in force) for major life company. 
Nine years experience with two leading com- 
panies—seven in management. Lifelong resident 
of Connecticut, 36 years old and graduate of 
Yale and LIAMA. Interested in general agency 
or home office opportunity—preferably, but not 
necessary, in Connecticut. Write Box NY-63, c/o 
The National Underwriter Co., Adv. Dept., 99 
John St., New York 38, N. Y. 

















BROKERAGE SUPERVISOR 


Unusual opportunity in Chicago Office of major 
life company selling Life, Group, A & S. Com- 
itive merchandise, underwriting commissions. 
om. bonus, group insurance, pension bene- 
fits. Future promotion possibilities are excellent. 
Write Box U-45, c/o National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





ACTUARY 

Under thirty-five years of age for well estab- 
lished firm located in Pennsylvania specializing 
in Pension and Profit Sharing Plans. Member- 
ship in Society not essential. Replies strictly 
confidential and our associates know of this 
advertisement. Apply Box U-63, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 
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Phoenix Mutual 


Eric T. Franzen has been promo 
to 2nd vice-president, while Glen 
J. Dunlap and Joseph R. Slights hay, 
been promoted to administrative offi. 
cers with the title of insurance servic 
secretary. The promotions were with. 
in the insurance service department 
newly created by Phoenix Mutual 
coordinate and direct all policyholde 
and agent service activities, 
Franzen joined the personnel anj 
planning department in 1947 and was 
elected secretary in 1955. He will he 
in charge of the insurance service de. 
partment. Mr. Dunlap joined the a. 
tuarial department in 1932 and fe 
cently has been manager of the ele. 
tronic data processing planning unit 
Mr. Slights joined Phoenix Mutual jy 
1940 and has been manager of the 
electronic data processing operating 
unit of the insurance service depart. 
ment. 


Standard Life of Miss. 


George A. Gear, vice-president jp 
charge of the credit life department 
since 1951, has been elected executiye 
vice-president of Standard Life of 
Jackson, Miss. 


Occidental of California 


Sue Diane Blanke has been name 
editor of Incidentals, an internal house 
organ published by Occidental Life of 
California. She formerly was with the 
Los Angeles Times. 


New England Mutual 


Robert W. Judd has been promoted 
to manager of group life underwriting 
and administration. He has been group 
term underwriter since joining New 
England Life in 1955. Thomas H. Rey. 
nolds has been advanced to assistant 
manager of group underwriting and 
Richard E. Friates, to assistant man- 
ager of group claims. Orlando DiPaolo 
has been named supervisor of group 
term life and A&S contracts, and John 
A. Snow has been named supervisor 
of term life and A&S administration. 


Shenandoah Life 


Thomas T. Moore has been elected 
to the newly created position of finan- 
cial vice-president. He will supervise 
the treasurer’s and comptroller’s de- 
partments and direct investment op- 
erations. He joined Shenandoah Life 
as comptroller in 1947 arid was elevat- 
ed to vice-president and comptroller 
in 1954. He previously was chief ex- 
aminer in the insurance bureau of the 
state corporation commission. The post 
of treasurer was formerly held by 
Alan G. Decker, who is retiring from 
active service. He joined the compa- 
ny as an accountant in 1932, becoming 
treasurer in 1936 and vice-president 
and treasurer in 1941. 


Travelers 


A data processing department has 
been organized to administer the elec- 
tronic computer program. Travelefs 
has purchased a Bizmac electronic 
business system and is staffing the 
new department with company person- 
nel to the extent possible. Russell D. 
Leinbach, 2nd _ vice-president since 
1955, has been placed in charge of the 
department. He joined Travelers 
branch office administration depart- 
ment at Reading in 1925 and was 
named secretary of the premium at- 
counting department in 1953. Succeed- 
ing Mr. Leinbach as head of the pre- 
mium accounting division is A. 
rison Crane, secretary since 1955. He 
joined Travelers’ branch office admin- 
— department at New York in 


William A. Smith has been placed 
in charge of a newly created home of- 
fice service department to succeed B. 
T. Bent, vice-president, who has re- 
tired as head of the home office ad- 
ministration department. Mr. Smith, 
secretary of the home office adminis- 
tration department since 1950, joined 
the company in 1937, 
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Now Is the Time for 
Good Men to Advance 
in Management: Pille 


There never has been a better time 
than now for insurance men ambitious 
to move ahead in 
field and home of- 
fice management, 
President Richard 
g Pille of Secur- 
ity Mutual Life of 
Binghamton, N. Y., 
told a luncheon 
York City Life Su- 
meeting of New 
pervisors Assn. 

The _ insurance 
business deals on- 
ly with men and 
money. While 
there is no shortage of money, the de- 
mand for good men in the field and 
home office is growing. The younger 
middle management men in the home 
offices, those who can turn out the 
work without error, are leaving be- 
cause they can earn 50% more in new 
industries backed by government con- 
tracts and the like, Mr. Pille said. 

Although some things in the bus- 
iness appear to change, there are no 
really basic changes, he went on. In- 
surance still is protection against the 
hazard and people still buy it for the 
same reasons. The public still wants 
life insurance and group. However, 
there has been some change in cover- 
ages, as evidenced by the growing in- 
terest in A&S. 

Mr. Pille recalled that he had 
pointed out several problems peculiar 
to supervisors working in New York 
City when he addressed the associa- 
tion back in 1954. Although New York 
is different from other cities when 
it comes to selling insurance, the 
problems of 1954 have not changed. 
He listed the problems. 

Supervisors in New York City sell 
very little personal business, com- 
pared to those elsewhere. They must 
try to keep personal production high. 

New York supervisors have to be 
good judges of men because friendships 
in the city are casual, making it more 
difficult to find out about people. The 
ability to judge a person is worth a 
great deal. 

New York supervisors do not go out 
on sales often, compared to elsewhere 
in the country. Thus, there is a pre- 
mium on their ability to motivate 
agents. 

Supervisors in New York have less 
time for the job. There are more work 
hours in other communities. 

Demands for technical knowledge 
are greater in New York than most 
other places. New York supervisors 
are expected to do a pretty good job 
of answering all kinds of questions. 

Field management has _ abdicated 
part of its job by leaning on new pro- 
duct advertising, Mr. Pille asserted. 
The business must get back to its ma- 
jor job—personal supervision by gen- 
eral agents and supervisors. If times 
change, the industry will pay a big 
price for leaning on the props. 


R. E. Pille 





North American Accident 


Western Agents to Meet 


Agents of North American Accident 
of Chicago from Washington, Oregon 
and Idaho will meet June 24-26 at 
Timberline Lodge, Ore., for the fourth 
in the company’s new series of regional 
workshops. No mo.e than 20 agents are 
Invited to any one workshop which 
allows for a personal relationship with 
the home office representatives who 
work with the agents in the workshops. 





Businesses Take More 
Interest in Problems 
of Public: Johnson 


Business now recognizes that the 
public is its real boss and that busi- 
ness must adjust itself to the public 
point of view if it wants to prosper, 
President Holgar J. Johnson of Insti- 
tute of Life Insurance told Oklahoma 
City Assn. of Life Underwriters and 
Chamber of Commerce. 

While it formerly was possible to 
thrive in an atmosphere of profit-mo- 
tivation only, it now is a fundamental 
requirement that the public interest 
be dominant in all business planning 
and performance. Business now must 
give leadership to problems of national 
interest affecting the community and 
the individual. 

This was the force behind the in- 
Stitute’s current national advertising 
campaign against inflation, Mr. John- 
son said. The life insurance industry, 
realizing that its stewardship of the 
basic financial protection for the fam- 
ily includes everything which affects 
the lifetime value of that protection, 
has become directly concerned with 
the problems of inflation. 

Families would feel the full impact 
of any serious inflation because life 
policy reserves represent a third of 
their total long-term savings. For the 
third time in a decade, life insurance 
has undertaken a nationwide cam- 
paign to check inflation through pub- 
lic effort, not for any institutional or 
company advantage, but because it is 
in the public interest that inflation be 
curbed. 

He said the industry is concerned 
over the fallacious thesis that creeping 
inflation of 2% a year would be bene- 
ficial. But this would mean a 50% 
loss of value in the dollars stored up 
in life policies and other savings in 
just one generation. Inflation can be 
stopped if everyone acts with pru- 
dence and restraint until the pressure 
eases. 





ALC Investment Seminar 
Draws Record Registration: 
Opens June 17 at Beloit 


Registration for the annual two- 
week Life Officers Investment semi- 
nar of American Life Convention, 
which starts June 17 at Beloit college, 
Beloit, Wis., has set a record high 
this year at 122, representing 173 in- 
vestment officers from 95 member 
companies. 

The total of registration is limited 
to 122, but some companies split their 
registration between two men, with 
each man spending a week at the sem- 
inar. 

The seminar is an intense program 
for life insurance investment officers 
for the advanced study of financial 
and economic problems as they relate 
to the industry. It is not a training 
school for security analysts, but a 
graduate program for company officers 
who have reached the policy making 
or policy influencing level. 

This year’s program has a full 
schedule of daily lectures and three 
topics for discussion at evening ses- 
sions. The annual program is worked 
out through board of regents of the 
seminar, appointed from among ALC 
member company officers. Board 
chairman this year is John A. Lloyd, 
president of Union Central Life and 
president of ALC. The vice-chairman 
of the board of regents is Walter S. 
Henrion, vice-president and treasurer 
of Woodmen Accident & Life and 
chairman of the ALC financial sec- 
tion. Marshall D. Ketchum, University 
of Chicago professor of finance, who 
is director of the seminar, has the ini- 
tial responsibility for assembling the 
curriculum and faculty. 
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THE INSURANCE STOCK SURVEY 


Our annual comparative analysis of 108 of the country’s 
leading insurance companies is now available. 
A copy will be sent to you upon request. 


We specialize in and offer our fac ! ti. 
purchase and sale of insurance comp..ny stocks. 
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1,550 Attend [ASA Annual at Chicago 
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porter, columnist, and author, who de- 
scribed his awesome experience as 
witness to the atomic explosion at 
Eniwetok. 

Keynoter of the popular electronics 
program was Samuel Alexander, chief 
of data processing for the bureau of 
standards of the U. S. Dept. of Com- 
merce, who discussed “The Applica- 
tions of Electronic Techniques.” 

Mr. Alexander forecast the end to 
the “dinosaur” stage of electronic data 
processing machinery. Coming in its 
place, he indicated, is smaller, more 
compact, more adaptibie, less expen- 
sive machinery. 

He suggested that one of the biggest 
problems in data processing today 
probably is not so much the systems 
themselves as it is to make the right 
selection from among such “a_ be- 
wildering array” of competitive prod- 
ucts. 

Mr. Alexander traced the impres- 
sive progress of data processing mach- 
inery in the past decade, but pointed 
out that despite their growing adapt- 
ibility, these machines certainly are 
not “electronic brains,’ as popularly 
called. They are, he said, more auto- 
matic than electronic and “probably 
the most expensive stupes” in exist- 
ence. He suggested that the “built in 
stupidities” of the machinery is best 
overcome by those who set up the 
jobs for automatic processing. 

Mr. Alexander said that it has taken 
but one short decade since 1946, when 
the first electronic computer was in- 
troduced to industry, to develop this 
equipment to the point where sales 
reached $100 million in 1956. 

Of the many fine sessions pertinent 
to the life industry during the three- 
day IASA conference, one on the pre- 
authorized' check plan proved to be 
especially popular. More than 60 life 








Va. Agents Censure State 
Atty..General Candidate 


(CONTINUED FROM PAGE 1) 
proached by Mr. Lambert to act as a 
“resident director’ and receive “cer- 
tain compensations based on the busi- 
ness his company transacted in this 
country. . . . He asked me if I would 
write a few close friends and intro- 
duce him and if I thought well of the 
policy to say so but of course leave it 
up to the individual to decide. . . . It 
never occurred to me that there was 
anything improper in connection with 
such a personal letter or that it would 
be used in any other way by agents of 
the company. Since the letter I was 
writing was personal, I considered 
that I was writing it gratuitously and 
I was never paid or promised any 
kind of compensation for the letter.” 

Mr. Gilmer said he received no com- 
pensation as resident director after 
1954. He said that when he was. in- 
formed last December that the letter 
had been photostated and was being 
used by certain agents wihout his 
knowledge or permission, he got in 
touch with Mr. Lambert, who agreed 
to withdraw the letters from use. Mr. 
Gilmer also resigned as resident di- 
rector. He indicated in his statement 
that he had “erroneously assumed the 
entire plan was approved in every 
way and I probably did not give the 
matter the mature thought that I 
should have given.” 

Mr. Gilmer, in stating that he plans 
to continue his campaign, said that he 
didn’t see any other course for him to 
take. He is unopposed in the primary. 


companies are currently using the 
plan, and judging from the interest 
shown at the IASA session on the plan 
there are many more companies mak- 
ing preparations to adopt this system 
for collecting life premiums and, in 
some cases, A&S premiums, too. About 
200 life men turned out for this ses- 
sion and asked many questions of the 
three discussion leaders, all of whom 
represented companies which pio- 
neered the plan. 

The three who presided were R. 
Christofferson, Guarantee Mutual Life 
of Omaha; J. J. Dean Jr., Common- 
wealth Life, and W. R. Still, United 
Benefit Life. 

Mr. Christofferson said the plan is 
the finest service tool offered by the 
life industry in the last 20 or 25 years. 
It was reported that companies using 
the plan generally are pleased with 
it, the policyholders like it, the agents 
find it a competitively handy sales tool, 
and even the banks, although reluctant 
at first, are beginning to cooperate with 
increasing enthusiasm. 


Banks, the panelists said, have to be 
sold on the idea that the plan gives 
both the banking and insurance indus- 
tries an opportunity to offer a service 
to their “mutual” customers, who vir- 
tually “demand” the service. 

It has been found in some areas that 
banks discovered they had fo go along 
with the plan if they wanted to main- 
tain a competitive position for de- 
positors. Often hesitant bankers rest 
easier when they are assurred that the 
insurer will indemnify them for any 
losses incurred through the plan which, 
so far, have been almost negligible. 

Mr. Dean said that only oré-bank out 
of some 600 or 700 in Kentucky has 
failed to cooperate with Common- 
wealth Life which now collects pre- 
miums on some 13,000 policies through 
the pre-authorized check plan. Com- 
monwealth gets only about 2% of its 
deposited checks back for all reasons 
and when checks are re-deposited be- 
tween 50% ahd 190% are “made good” 
by the poli¢yholdet's during the 30 day 
grace period. °* 

It was reported that one of the best 
sales features of the plan is that it 
offers the policyholder an opportunity 
to budget his yearly premium in 12 
installments and still enjoy the annu- 
alized rate. = 

Also, companies using the plan for 
some time find that it reduces their 
lapse ratio substantially. * 

Mr. Still said that a recent repggt of 
a joint committee of ALC, LIAMA, 
LOMA showed that 28 of the compa- 
nies using the plan now have $404,- 
909,000 of life insurance in force un- 
der the plan for a total of 64,717 pol- 
icies with an average policy size of 
$6,717. : 


American Mutual Holds 


Series of Regional Meetings 


American Mutual Life of Des Moines 
concluded its series of 60th anniversary 
regional sales meetings this month 
with three gatherings on the west 
coast. The meetings were at Seattle, 
May 13-14, Berkeley, Cal., May 16-17, 
and at Hollywood, May 20-21. Members 
of the American Mutual Life agency 
staff headed by Harry S. McConachie, 
vice-president, conducted the regional 
meetings. Previous meetings were held 
in April at Minneapolis, Omaha, St. 
Louis, and at Sequoyah State Park 
Lodge near Wagoner, Okla. 


i; new production record 
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Officers of Southern Round 





Table of Life Advertisers Assn. are, left to right, 
C. E. Bishop, Protective Life, vice-chairman; Jay C. Leavell, Guaranty Saving; 
Life, chairman; Harry E. Nelson, Life & Casualty, retiring chairman, ang 
Robert B. Lancaster, Life of Virginia, secretary. The new 1957 slate was elected 
at the recent meeting of the Southern Round Table in Edgewater Park, Miss, 








Late News Bulletins... 
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of slain banker Leon Marcus of Chicago which supposedly was paid him by 
gangster Sam (Mooney) Giancana on a loan on the River Road motel near Chi- 
cago on which the*company holds the mortgage. The investigation was dis. 
closed by Illinois Director Gerber, who said inquiry is also being made into the 
company’s heavy investment in Nevada and Florida hotel and gambling enter. 


prises. 








Would Change Interest 
Rates to Solve Problem 
of Deficiency Reserves 


The use of a higher interest rate for 
valuation purposes during the early 
years and a lower rate for the later 
years has been proposed as a means 
of solving the deficiency reserve prob- 
lem, pending adoption of a more re- 
alstic mortality table. 

The proposal was made by Charles 
H. Connolly, associate actuary of 
Southwestern Life of Dallas, in a pa- 
per presented to Society of Actuaries 
at its western spring meeting in St. 
Louis. 

Considerable progress has’ been 
made toward the eventual adoption of 
a more realistic mortality table for 
valuation, but the final acceptance by 
the states could well be a long way 
off, Mr. Connolly said. In the interim, 
Southwestern Life will use a valuation 
basis involving the use of two interest 
rates which will, in this case, solve the 
deficiency reserve problem without re- 
quiring the abandonment of either low 








Roth Wins Mass. Mutual 


Award for Production 


Ben A. Roth, Los Angeles, set a 
in winning 
“Massachusetts Mutual’s field cham- 
pionship award by leading 40 other 
members of the 32nd home office ca- 
reer school for agents through their 
6-month period of field supervision. 
He sold $761,400 on 49 lives to place 
first in his class in volume, first in 
commissions, and fourth in lives. 

Other winners in this order, were 
Ernest W. Thomson, Los Angeles; Ker- 
mit A. Smith, Barre, Vt; Nicholas A. 
Shields, Binghamton, N. Y., and Wil- 
liam H. Campbell, Lincoln, Neb. 

During its competitive half-year, the 
class turned in a record $11,490,025 on 
1,103 lives for an average of $280,244 
per man. This was an average paid 
monthly volume per man of $46,707 on 
4.48 lives. 


gross premiums 
withdrawal values. 

For such a valuation basis, the net 
premiums would be less than those 
premiums resulting from use of the 
lower interest rate during the entire 
period. Also, policy reserves would be 
greater during most of the period, par- 
ticularly during the later years. This 
method would permit lower gross pre- 
miums and higher cash values with- 
out requiring deficiency reserves than 
would be possible using a level inter- 
est rate. 

The calculation of reserves and no- 
forfeiture values undef such a plan 
would have been difficult without the 
high-speed electronic calculator, he 
said. 

With this equipment, the calculation 
becomes a minor problem from a time 
standpoint. A complete file of reserves 
and values using a varying interest 
was prepared on two plans of insur- 
ance on the standard basis and on 12 
substandard tables in about 14 hours. 


or relatively high 





The Duz-It Co., the Junior Achieve- 
ment company sponsored by Bankers 
Life of Iowa, has received a certifi- 
cate for winning second place in the 
chemical classification of the National 
Industray Awards competition. 


DEATHS 


L. R. WOODARD, managing director 
of Life Office Management Assn. since 
last Nov. 1, died of a heart attack while 
waiting for a train to New York City at 
the station at Rye, N. Y., the suburb in 
which he lived. Mr. Woodjard had been 
in apparently good health and had just 
returned from a meeting last week of 
LOMA’s far western planning commit- 
tee at Seattle. He had been in the of- 
fice the day before he died. Mr. Wo0d- 
ard joined LOMA in 1928 as its first 
employe. He was secretary-treasure! 
from 1948 until the retirement of Frank 
L. Rowland as managing director. 














tte’s Horace P. Sampson . . . company-president . . . 


shoots in the low 80's at the club . . . collects rare 
coins. He has a large income . . . made wise invest- 
ments . . . finds himself in a high tax bracket. 


Since he will not need the income from certain invest- 
ments for the next ten or more years, he is a perfect 
PHEREHECT PROSPECT prospect for Atna Life’s Short Term Trust Plan. A pro- 
vision of the 1954 Internal Revenue Code makes it 
possible for him to realize a large income tax savings 
now by setting up these investments in a temporary 


’ 
for AE TNA LIF’ Ss trust — to benefit a loved one. At the same time, look- 


ing forward to his retirement years, he preserves the 


SHORT THERM right to the property given in trust after 10 years. 
TRUST You, Mr. General Insurance Man, undoubtedly know 


of men like Mr. Sampson. Check your files . . . and 
then call your nearest tna Life General Agency. They 
will be pleased to demonstrate how this Atna Life plan 
can help your clients. You benefit, too — from this 
EXTRA SERVICE — through large-commission sales. 
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SERVICE TO GENERAL INSURANCE MEN 


“Compass” is a monthly Atna Life service publication 
written especiclly for general insurance men and brokers. 
It points out unusual opportunities for building commis- 
sions and for cementing client relationships. To receive 
your copy regularly write: “Compass,” Ana Life Insur- 
ance Co., Hartford 15, Conn. 
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Affiliates: Atna Casualty and Surety Company 
Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 

















How to win “the battle of the bulge”... 


EXTRA INCHES and pounds are health hazards . . . and they 
are signals to start reducing now. Remember, in 98 percent 
of the cases, overweight is due to overeating. 

This does not mean that you have to give up all the 
foods you enjoy most. It does mean changing your eating 
habits to avoid unneeded calories. 

Before you start dieting, consult your doctor. Try to do 
exactly what he tells you, especially about eating the pro- 
tective foods that supply proteins, vitamins and minerals. 

Many combinations of foods provide these essential 
nutrients. Here is a list to follow every day while you are 
dieting and daily thereafter: 

Milk . . . at least a pint daily—preferably skimmed or 
buttermilk—including that used in cooking, or in milk 
products like cheese. 

Meat, fish, poultry, eggs or cheese . . . two to three serv- 
ings daily. Have meats roasted, broiled or boiled. Use lean 
meats or cut off the fat. 

Potatoes . . . one daily serving, baked or boiled. 





Cereal and bread . . . one slice of whole-grain or enriched 
bread at each meal. 

Vegetables . . . eat at least three vegetables every day 
including one leafy green or yellow. Eat all the vegetable 
salad you want. Be sure, however, to use only lemon 
juice or vinegar dressing. 

Fruits . . . two servings daily, including citrus or other 
sources of vitamin C, such as tomatoes. Skip the syrup 
that comes with canned fruits. 

Butter or margarine . . . three small pats daily, including 
that used in cooking. 

If you plan your reducing diet around these foods and 
avoid rich desserts, fried foods, gravies, sauces, cocktail 
snacks and second helpings, those extra inches and pounds 
will vanish. 

Your new eating habits . . . if you stick to them perma- 
nently . . . may keep your weight down to the right 
level . . . and increase your chances for better health and 
a long, active life. 











COPYRIGHT 1957—-METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 


Metropolitan Life Insurance Company A, in excess of 32,000,000 including Time, News- 


week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 














